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Again— 
LIGHTNING STRIKES 


in the same place! 


For four successive seasons, FOOT REST has registered 
s 


tremendous gains... Sales up #5 up oa up 52°, 
and up 64°, Everv Foot Rest dealer is) sharing ain 


this prosperity, Daily the Foot Rest Franchise becomes 
more valuable. Foot Rest national advertising -for fall wall 


carry on with increased power... 


15,383,951 Sales Messages in 


LADIES’ HOME JOURNAL * VOGUE 
HARPER'S BAZAAR #® McCALL’S 
WOMAN'S HOME COMPANION 
GOOD HOUSEKEEPING ¢ SUNSET 


all concentrated in August, September and Octo- 
ber, the peak of the tall buying season. Foot Rest 


offers you nationally Known, accepted quality 





intriguing new styles: vigorous dealer suPPOrt; 
S E L L S S rd e) E S advertised, established resale price, better than 
. average dealer margin. For profit, growth, per- 
Cw se ‘ ppe for I tures the 


manence... line up with Foot Rest NOW. 


$6°° TO $7750 


Ne 7 
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VOICE of the TRADE 


LUNCH time is always a prob- 
lem in retailing. So many cus- 
tomers do their shopping between 
twelve o’clock and two o'clock, that 
clerks have to adjust their meal- 
time to the convenience of the cus- 
tomer. A quick bite taken at a 
lunch-counter or the sandwich that 
is brought into the back of the 
store, is the contributing factor to 
a dyspeptic condition, stomach 
ulcers and all of the ills that come 
from nervous haste. 


In Geneva, Switzerland, the Eco- 
nomic Advisor of the International 
Labor Office issues a report of 
world-wide significance. It says: 
“If you have that morbid feeling, 
try taking a full hour for lunch 
instead of a half, that is if you can. 
A short pause for lunch reacts 
against the worker’s capacity to 
produce, causes bad digestion and 
exposes workers to nervous fatigue 
and increased morbidity. There is 
also the need of better nourishment 
generally.” 

Well, there it is in its interna- 
tional phase, indicating that the 
American system of a quick lunch 
is sweeping the world. There is 


nothing much to be done about it 
except now that Summer is here 
and noon-day time is not under 
such heavy pressure, it is well for 
the man at the fitting stool to think 
about a. proper Summer diet— 
something light—salads, vegetables 
and moderation in eating. A little 
more time and thought as to eating 
habits. A short walk for health 
and change and a return to the 
store refreshed for the work of the 
afternoon. 

Too many shoe store workers 
hold the same diet year in and year 
out, whereas it should be tempered 
by the season, with the variety of 
good things that Nature provides. 
Summer is the time to build up the 
reserves of good health for the 
more strenuous periods ahead. 




















STORE under tracks. Phillips’ 
Family Shoe Store of Lynn, Mass., 
carries on in an archway under the 
elevated B. & M. railroad tracks 
that pass through the heart of 
Lynn. The store, in the raw, is a 
cement-lined cave. But dressed up, 
it’s a store of the 1936 model sort. 

A new front has just been com- 
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pleted. It has a big spread of glass 
for the front. The entrance, glass 
sided, is of a depth of a dozen 
feet. The cement walls of the arch- 
way have been sheathed and dec- 
orated. The familiar shelves stocked 
with shoes are along the walls. 

The store lights, of the artificial 
daylight style, are kept burning 
through the day. The ceilings are 
insulated against noise. Custom- 
ers rarely realize that they are be- 
ing fitted with shoes under the 
railroad tracks. 


GEORGE BERNHEIM, president 
of R. Neumann & Company of Ho- 
boken, N. J., was guest of honor 
at a cocktail party tendered to him 
by members of the hide and leather 
industry of the New York district, 
recently. It was held at the Lambs 
Club, that famous rendezvous of 
actors and showmen, through the 
courtesy of Louis J. Robertson, a 
member, who also served as a sort 
of toastmaster to introduce famous 
Broadway talent who brightened 
the occasion with song and story. 

The cocktails didn’t punctuate 

















the end of the occasion, for there 
was a more serious motif behind 
the meeting. S. D. Leidesdorf, 
president of the Jewish Federation 
of America spoke of the work of 
this great charitable organization 
and the need for collecting $2,500,- 
000 in the coming campaign to 
complete the four and a half mil- 
lion dollar budget necessary to 
carry on the hospital and home 
work of the Federation. The hide 
and leather division was given a 
budget and George Bernheim was 
reelected chairman of the Fund 
Collecting Committee. Wasting no 
time, he asked pledges from the 
men who were present and prom- 
ises were made in sums ranging 
from $25.00 to $1,750 per sub- 
scription, pledged by the sixty or 
more men present at the meeting. 
In other words, the committee is 
not only expected to work but to 
show by its own donations its faith 
in the Federation. 

We salute with pride the coop- 
erative, charitable spirit of the 
Jewish people who “take care of 
their own” by contributing heavily 
to this and to other charities. We 
have attended so many meetings 
where committees have promised 
much and delivered little (and who 
expected that their works will pass 
as a token of contribution) that we 
want to give expression of praise 
to the spirit and wholeheartedness 
of this group of hide and leather 
men in so worthy a cause. 


* * * 


*©BZOW much I appreciate your 
editorial in the issue of May 2— 
‘Cut Out the Frills,’” writes a 
prominent English leather man 
who modestly conceals his iden- 
tity in print, and then continues: 
“How many organizations become 
slaves to figures—or statistics as 
they prefer to call them—and over- 
burden their overheads. In this 
country it is prophesied that with- 
in ten years, no business of any 
kind will be able to carry on with- 














—There are approximately 180,000 
retail establishments in this coun- 
try in the three groups of Apparel, 
Furniture and Housewares, and 
General Merchandising. 

—Of this number 10,000 stores do 
61°, of the business. 

—Or, 170,000 stores do only 39%, of 
the business. 

—Thus we see the importance of the 
small, individually-owned store 
from a numerical as well as from a 
social welfare point of view. 

—Although "big business” in the 
modern sense of the term saw its 
origin in this country, we have al- 
ways given patriotic acceptance 
to the premise that America is the 
land of Opportunity for the “little 
fellows." 

—So, even though it takes 95°, of 
them to do only 39%, of the busi- 
ness, that 95%, is all important in 
our consideration of America as a 
liberal country where the individ- 
ual is given a chance to express 
himself freely in terms of industry 
and the reward thereof. 


Sauce 6 Tike 


President 











out professional accountancy being 
called in to prepare the figures 
required for the Government. 
“We have records today, but 
we try and simplify them as much 
as possible without letting go of 
the main essentials. Every so often 
we get a form to fill up from the 
Government Statistical Bureau, on 
which we have to burn the mid- 
night oil, and if you only saw the 
books we have to keep in connec- 
tion with our Imports and Exports 
for repayment for duty purposes, 
and so that the Customs Officials 
can check up every foot of leather 


on any one particular delivery no 
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matter when imported, you would 
see that it is quite a business and 
means considerable additional cost 
on our overheads to do the busi- 


ness.” 
* * * 


PRODUCTION is now holding on 
the highest plane since early 1930 
and in the next three to four years 
will surpass 1929 levels, H. N. Mc- 
Gill, editor of the McGill Com- 
modity Service, Inc., Auburndale, 
Mass., assured delegates gathered 
at the Hotel Roosevelt recently for 
the opening session of the twenty- 
first international convention of the 
National Association of Purchasing 
Agents, The next peak in consump- 
tion, he added, is several years off. 

“Industry, finance and commod- 
ity prices,” he added, “will operate 
more and more under old economic 
laws rather than reflect the new era 
of economic experimentation which 
for all practical purposes is defi- 
nitely over. It is, therefore, a ques- 
tion of each individual commodity 
finding its own true price level 
based on the merits of the supply- 
to-demand ratio and the rate of 
activity in consuming outlets.” 

* * * 


FFRANK B. ZURICK of the Fon- 
tius Shoe Company, Denver, says: 

“I wish we could make manufac- 
turers see how badly we need at- 
tractive patterns in medium and low 
heels that are appropriate for large 
feet. Down in their hearts these 
eights-and-up women are just as 
snappy dressers as the smaller gals. 


Tt 1T 
Sir Nour? 















The general run of high heel pat- 
terns looks pretty well in big sizes. 
But the low heels look like a pair 
of hams on a platter, to exaggerate 
a bit. 

“Not so in the dress industry. 
There the large sizes are not over- 
grown duplicates of the small-size 
patterns, as in shoes. Large-size 
dresses are shown only in patterns 
and materials especially suited to 
big women. When a large-size man 
walks into a good clothing store he 
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finds only the patterns which will 
tend to tone down his size. 

“But when a shoe ad appears in 
the paper it proclaims, ‘All sizes, 
3 to 10.’ How in the world can 
every style be appropriate for the 
90-pound dames and also for those 


who scale one-tenth of a ton? And - 


how can we shoe buyers tell which 
patterns will come in looking like 
the devil in the big sizes? We buy 
from size 4 B and must use our 
imagination as to how the 10 B’s 
will look. 

“I realize I am throwing a diffi- 
cult challenge to shoe manufactur- 
ers. But I do think it is not asking 
too much that they pay special at- 
tention to developing low heel pat- 
terns that will really look well in 
large sizes—then let us see a size 8 
sample along with the 4 B samples 
of the regular line.” 

* * 


THE last line in a recent editorial 
said: “It’s a horrible thing to see 
a business die,” which comes to 
mind as having a bearing from the 
consumer’s point of view. 

We recently received a letter 
from a prominent business man in 
New England, stating: 

“Will you please try to find out 
who makes the shoes formerly sold 
by the Parisian Bootery? For ten 
years or more my wife bought 
shoes from these people regularly. 
The shoes were quite expensive, 
running from $12 and $15 to $20 
or more a pair—high-grade Brook- 
lyn turns and they had one round 
toe shoe vamp last in various heels 
that fitted her so perfectly that she 
was one of the few I have known 
who had absolute foot comfort. 
She tried others, but without suc- 
cess; and as her favorite shoes 
were so very satisfactory, I want 
to keep at it until I find out where 
they came from. 

“If you have a young man in 
your research department who can 
take sufficient time to dig this out, 
I should be glad to send him on a 
shoe for what assistance that might 
give him and to pay for his time 
devoted to the job. I know this is 
out of your line, but also know that 
you are the best source of informa- 
tion in the industry.” 

Our cub reporter found the shoe. 


TRUTH in advertising is rede- 
clared by the Advertising Federa- 
tion of America in convention in 
Boston, June 28 to July 2. 


Many a veteran Boston shoe man 
remembers the big convention of 
1911, instrumental in providing the 
impetus to advertising that has 
made it one of the greatest forces 
for distribution and __ progress. 
Quite a number of shoe men were 
at that big convention a quarter of 
a century ago. The late Elmer 
Gildersleeve of Poughkeepsie sat 
on the platform with Elbert Hub- 
bard (lost in the Titanic) and it 
was at that meeting in Symphony 
Hall in Boston that the “Sage of 
Aurora” told the story about the 
one-legged man which appeared in 
the Voiee of the Trade a few weeks 
ago. That Boston meeting evolved 
the phrase: “Truth in Advertising” 
which was later made a declaration 
of principles of all advertising 
men, as follows: 

“WE BELIEVE in truth, the cor- 
ner-stone of all honorable and suc- 
cessful business, and we pledge 








"Give me a pair that looks small but has lots of room inside.” 


ourselves each to one and one to 
all to make this the foundation of 
our dealings, to the end that our 
mutual relations may become still 
more harmonious and efficient. 
“WE BELIEVE in truth, not 
only in the printed word, but in 
every phase of business connected 
with the creation, publication and 
dissemination of advertising.” 


* * * 


WHEN a man goes into any 
shoe store and says, “I want a 
pair of shoes,” the salesman brings 
out a white without even asking 
what color he wants. Well, maybe 
that is exaggerating a bit. 

But you get the point. The men 
are buying white, white, white. 
And the stores that bet on all white 
are happier than those that played 
black-and-white and brown-and- 
white to any great extent. 

Where once a man’s white shoe 
on the street was something to be 
stared at, now a man with a light 
suit, but without a white shoe looks 
positively goofy. And that’s what 
makes business. 

* * * 


: “So your new job makes you 
independent?” 

“B: “ABSOLUTELY. I get here 
any time I want before nine and 
leave just when I please after six.” 


























An unusually attrac- 
tive group of three 
Summer shoe win- 
dows recently filled 
the Chestnut Street 
front of S. Dalsimer 
& Sons, Inc., Philadel- 
phia. Photograph at 
the right shows one 
of these windows, de- 
voted to women’s 


white shoes. 
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An interesting men’s 
white shoe window 
(left), used by Reisch 
Shoe Shop, Spring- 
field, Ill. Note the 
effective way in which 
the designer of this 
window used the dis- 
play material supplied 
by manufacturers to 
produce a_ pleasing 
trim, 


SUMMER SHOE WINDOWS 


IF it’s a shoe window in June, the chances are ten to 
one it’s a white shoe window. Probably the odds are 
even greater, for it’s difficult to find a shoe store any- 
where that isn’t giving over at least a substantial part 
of its display space right now to white shoes. And 
that fact alone contributes materially to the problem 
of the display man, who finds himself in a situation 
where he is obliged to conform to the general trend, 
while at the same time he is faced with the necessity of 
trying to contrive something different that will stand 
out from-the mass of white shoe displays everywhere 
around him. 

Every shoe store is eager to have something new in 
the shape of a white shoe window, but how? There 
are any number of possible display combinations that 
can be worked out with a given number of white shoes, 


but the problem is to show something sufficiently un- 
usual to attract immediate attention and command the 
interest of the public. To accomplish this, a great 
many display men are making use of the dramatized 
display, that is to say they plan the window around 
the use of the merchandise rather than the merchandise 
itself. In this way they are able to resort to something 
daring or unusual in the way of backgrounds or panels, 
such as striking fashion sketches or big cut-out figures 
of men and women engaged in various Summer pur- 
suits and activities. It is much easier to provide some- 
thing different, something bold, striking or unusual if 
this dramatized type of display is used, instead of the 
sort of window that merely consists of a well-balanced 
and visually effective grouping of shoes. 

A glance at the four illustrations of window dis- 
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An impression of light- 
ness and airy grace, not 
unlike that which char- 
acterizes many of the 
Summer shoes _ shown, 
marked this well bal- 
anced window by R. H. 
Fyfe & Co., Detroit. 


plays which we present herewith will show that thev 
all possess in some degree this dramatic quality and 
all of them make effective use of the fashion figure to 
suggest the use of the shoes. Aside from the fact that 
windows of this character lend themselves more readily 
to originality and freshness of treatment, they also 
possess certain other advantages. Use of the fashion 
figures not only relieves the monotony of the shoe 
displays, but imparts a certain quality of human in- 
terest that makes them more attractive. Pictures of 
people doing things are always more interesting than 
pictures of objects, because of this human interest 
value, and for the same reason, a shoe window display 
that shows illustrations or figures of people in the back- 


ground is more likely to get attention than a window 
that shows only shoes. 

Moreover, there is a definite sales value in showing 
illustrations or fashion figures that bring out in a con- 
crete way the use of the shoes, the sort of activities and 
occasions for which they are appropriate and the types 
of costumes with which they can be worn. Many 
people lack the power to visualize how a shoe, or any 
other item of apparel, fits into the costume picture. 
They fail to see just how it would be useful to them, 
unless the use is in some way suggested or illustrated. 
If the suggested costume combination impresses them 
favorably, or if the window suggests a use of the shoe 

[TURN TO PAGE 44, PLEASE] 


DRAMATIZE WHITES 


Illustration at the left shows 
another of the three windows 
comprising the Dalsimer, Phil- 
adelphia, Summer shoe promo- 
tion, as referred to on the op- 
posite page. A clever dramati- 
zation of men’s white shoes 
from the standpoint of style. 
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Shoes — Centennial shoe successes 
as featured by Volk Brothers, Dal- 
las. Their “British Walkers” do 
their stuff for exposition tours. 
This punched oxford and its 
companion ghillie are leaders. 


A favorite town wear shoe com- 
bines black patent and _ white 
linen. 











be Teme touch in 
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light of the Centengial. - 
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by RUTH HARRINGTON 


WITH a first day attendance that almost equalled 
Chicago, with a color and character all its own, the 
Dallas Exposition, key event in the Texas Centennial, 
is off to a gala start. 

Six of us fashion writers and photographers were 
invited, as guests of Neiman-Marcus and the Chrysler 
Corporation, to’ ‘attend the opening festivities. The 
six of us returned with a Southern accent, great respect 
for a great state, and firm belief that the Texas Cen- 
tennial will register as a fashion influence! 

Our activities ranged from watching the parade 
from a dizzy cornice to dancing by night in the “Streets 
of Paris” and perambulating by day through the ex- 
position boulevards. We saw every fashion phase of 
the fair from the miscellany worn by surging thou- 
sands to‘the ultra-chic clothes adopted by the Dallas 
elite. And the fashion elite they are, for Dallas women 
not only have the money to buy excellent clothes, but 
the taste to wear them exquisitely. 


Oceasion Costumes 


It was this sense of fitness to the occasion that im- 
pressed us. most. For dancing at night, for instance, 
in this climate there is a distinct type of costume—a 
typically Summer evening dress—in cotton, in chiffon, 
light, cool, simple. It’s a type of dress that calls for 
a distinctly Summer evening shoe—white patent, linen 
or colored suede. Why, we wondered, don’t more of 
us realize that Summer evening clothes and Summer 
evening shoes can be sold. 

One afternoon, Herbert Marcus, owner and president 
of the Neiman-Marcus store, gave a great party on his 
Oakwood estate. And at least half of the costumes 

[TURN TO PAGE 43, PLEASE] 


and ON 
With The FAIR 


Six flying fashienists visit Dallas for the open- 


ing of the Exposition. Our fashion editor. one 
of the group, reports the fashion story of this 


important event. 





The Favorite Four 
Centennial 





through the 


in Neiman-Marcas’ 
Shoe Promotion. 
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When a Customer's Feet Become 
Adapted to One Style of Last, It 
as Desirable to Have Mosé of the 
Shoes in His Wardrobe Built to 
Meet These Specifications 


FOOT DISTORTION 
THERE is no other phase of men’s wearing apparel 
that has the same effect of physical distortion as that 
which results from shoes. If the collar is too snug, it 
is discarded immediately. If the belt is tight, a notch 
or two is let out. Trouser or vest buttons are readily 
set over. And a tight fitting hat gives one a headache. 
But with shoes, such adjustments are not convenient. 

In the course of a day’s work, one’s feet may 
vary a whole size, depending on the state of 
health, activity or vocation of the wearer. Years 
of foot pressure, not entirely unlike the Chinese, have 
produced multiple pedic peculiarities. Consequently, 
one marvels that the shoe-fitter does as good a job as 
he does in dressing up the feet, thereby hiding some 
orthopedic abnormalities of our American public. 
One naturally suspects the idea behind inflare, outflare 
or straight lasts, as well as customs, brogues and Eng- 
lish toes. Somewhere in this range there must be a 
last that will “fit” the distortions. It takes a very little 
imagination, then, to realize the reason why a shoe put 
on a customer’s foot wrinkles behind the inside ball, 
or the outside or inside gaps, or binds at the big joint 
and “catches” the little toe, or there is a fullness be- 
hind the tip and the “break” is oblique or a V’ wrinkle 
“pulls” from the vamp seam to the tip. 

The feet have become so foreign from standard for 
any given shoe that adjustments are necessary. An 
analysis will show that the wrinkle behind the ball 
invariably indicates that the foot is not permitted to 


~~ 


Ne es 


Outline of outer longitudinal arch 


go sufficiently over to the inside because the big joint 
or the side of the big toe strikes enough to prevent the 
foot from going over to fill out the “fullness.” If the 
foot is pressed over to the inside by the pressure of 
the hands, the shank will be filled out by the foot. It 
is then noted that the joint bulges in the shoe. 

So, many times a good last is condemned, because a 
sequence of such cases tends to weaken the shoe fitter’s 
confidence in the shoe. It is curious, however, to see 
the same last fit one foot perfectly in this respect, while 
with another foot it is ill-fitting. It is the same with 
that pull or wrinkle at the vamp seam that often shows 
up in the fitting of shoes with lighter weight leathers. 
Immediately this indicates a tightness at the vamp seam 
which produces such a pressure to draw up the upper 
so as to produce that “V” break. 

The gap of the outside quarter is usually indicative 
of a flattened outer longitudinal arch, resulting in 
more or less projection of the cuboid so it strikes hard, 
thus forcing the upper away from the foot. 

And with the inside gap, there is a very evident pro- 
nounced pronation due to the dislocated astragulus 
causing a pressure against the side. Such a pronated 
foot adds to the fitter’s difficulties, in that the fallen 
arch has caused the Achilles-tendon to go ahead with 
the collapsed bones, resulting in a projected heel. 

The complaint from this source is slippage at the 
heel along with the back of the oxford standing away 
from the foot. The oblique break of the upper as the 
wearer takes a step would almost indicate an inflare 


Im the course of a day’s work, one’s feet may vary a whole size, 
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THAT MAKE *“FREE 
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or straight last on an individual with an outflare gait. 
The fullness behind the tip at the inside would almost 
suggest that the toes have been warped to a wedge 
shape. 

The last or shoe may fit perfectly through the back 
part and the ball, but too wide across the toes from 
the second joint of the big toe to the end of the little 
toe. Such a foot is meant to fit to anything but a nar- 
row toe last. 

Many times these faults do not show up with the 
fitting of the shoe, rather develop in the wearing, with 
the consequence that the last over which such shoes are 
made is severely criticized, rather than the irregulari- 
ties of the feet. 

To repeat, it is only too apparent that the feet are 
distorted to a shapelessness far from standard in mea- 
surement and normal in contour. . 


COMFORT FEATURES 


As there is no one last that adapts itself success- 
fully to all the freak shapes and lines of the Amer- 
ican feet so as to give style and comfort, the best 
thing hoped for in any last are those qualities so 
essential to comfort, commensurate with the particu- 
lar style. 

Aside from staples, often classified as the “Grand- 
Army” styles, lasts in the main are produced for their 
style appeal, thus hoping to maintain and increase 
sales through this phase of style attraction. 

There are features that can be looked for and in- 


FITTING” 


SHOES 


NO. 4 IN A SERIES OF 
IMPORTANT STUDIES OF 
FEET IN SHOES. 


by 
B. Harrison Cort 


An outstanding authority 
on the subject of lasts 


sisted upon which will go a long ways to make a “free 
fitter.” This means roominess at the right place, for 
invariably the free fitter is comfortable. As previously 
suggested, adequate spring is important to avoid the 
bite on the large toe tendon. 

There should be plenty of thickness through the 
big joint, to avoid any pressure on the top or side of 
the big joint. It will be found that lasts thus made will 
not tread to the outside, as lasts do which do not have 
sufficient wood at this point. 

In wearing such shoes made on lasts lacking at this 
vital point, the full extension of the outsole is ex- 
posed at the inside. The foot has been forced to the 
outside, resulting in the shoe “running over” so much 
that the upper projects out beyond the extended out- 
sole. If the lasts just mentioned are not sufficiently 
“walled” at the outside, rather than thinly receded, 
abrasions at the phalangias joint and the end of the 
little toe will follow. 

Corns and calluses at these places will be avoided 
and appreciated by the wearer. Any time the foot is’ 
forced to the outside and the toes crowded against the 
outside of the shoe, soft corns are invited between 
the 3rd, 4th and 5th toes. 

It is always good practice to have a slight depres- 
sion under the end of the large toe, to at least avoid 
pressure on the big toe nail, thus saving the hose and 
removing possible chances of an ingrown toe nail. All 
in all, such features as just described will not detract 
from the balance of any stylist piece of wood. 


depending upon the state of health. activity or vocation of the wearer. 
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Read these enthusiastic letters from Air Step stores. 
Read how shoe merchants everywhere are cashing 
in on the nation-wide ° swing. to Air Step Shoes 
with the Magic Sole... how Air Step Shoes, with 
their exclusive features and dramatic advertising, 


are literally taking the country by storm. 


UYolo MMT Molite leap over to Western Union or Postal 
and shoot a wire to Brown Shoe Company that you 
want to see this sensational line of footwear that 


has walked away with spring sales records. 


We're ready with eye-opening styles for Fall and 
another dramatic advertising campaign as unique 
and intriguing as the shoe itself. Before you buy 
your Fall line, get the whole money-making Air 
Step story. 
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Plan a Balaneed Stoek for Fall 


WHAT sort of a business is to be done by the shoe 
stores of America this Fall? Is it to be a “feast” fol- 
lowed by a “famine” or an orderly well-sustained 
profitable business? The decision is up to the retail 
shoe merchants of America now buying their Fall re- 
quirements. 

Early observation in the markets indicates a bulge 
on suedes for early Fall showing. We know that the 
chains and mail order houses have committed them- 
selves heavily to an early suede promotion and that 
many individual merchants have done likewise. In 
some cases, practically the entire early play for Fall 
business is built around this one material. It may be 
good, fast merchandising practice to give the public 
what it wants, when it wants it and plenty of it, but 
there is such a thing as a sense of proportion in a store 
stock. 

In other words, we have had similar bulges of de- 
mand for a “favored” material and perhaps a “favored” 
pattern. So this is nothing new as a type of buying 
behaviorism. What we want to point out is that a 
woman may have several costumes and that it is not 
the best commercial common sense to sell her one shoe 
to cover the range of her wardrobe. One shoe does 
not make a season—for store or customer. - 


A “one shoe Fall,” no matter how attractive the 
shoe might be, would restrict sales and profits 
and serve no proper purpose in the scheme of 
industry. We need in shoe store operation, a 
sense of balance, a proper diversity of materials, 
patterns, lasts and types. We need to give the 
public a “chance for a choice.” We need the 
stimulation of interest in shoes and alert mer- 
chants will see to it that their stocks are continu- 
ally refreshed to capture that necessary public 
attention. 


Shoes have never had such a scope of salability. Any 
woman can find a shoe interest in all sizes of heels, 
in all types of patterns, in all sorts of materials for 
every possible use. As a result we have a well-rounded 
service to the public and a splendid possibility for 
progress and profits. 

If we plan the “diet of shoes,” we put a “vitamin 
interest” into many things so that we avoid the “feast” 
and “famine” possibilities of a season. We known 


BOOT AND SHOE RECORDER, June 20, 1936 


By ARTHUR D. ANDERSON 
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that the first buys of a Fall season must capture the 
interest of the public and that undoubtedly is the 
proper psychology to end the wear of Summer shoes 
and lead the public into more substantial Fall foot- 
wear. The first shipments usually sell early. As one 
buyer put it: “I know when to buy and what to buy 
but I don’t known when to stop. I make my mistakes 
late in the season.” 

But Fall, as a season, is more than just an Aug. 15 
opening. It is a sustained pressure against purchas- 
ing power through the months of September, October, 
November and December. There is something new 
and fresh to bring customers into the store right up 
to the turn of the year. 

We had an opportunity to talk with a merchant from 
Australia who has developed a method of watching 
shoes in America to sense their possible salability 
in his country in the season ahead. At the moment, 
America is in its Summer selling season. It’s close 
to the middle of Winter in his homeland. So he has a 
running form-sheet of the actions of colors and pat- 
terns in this country to later see almost the same race, 
with some modifications, in his country. 

Many a merchant in America has discovered that 
his store follows, by a few weeks, the behavior of 
selling of some key community that may be near-or-far 
from where he is. But strange to relate, the Fall sea- 
son doesn’t help much in giving this form and class 
performance, for Aug. 15 is almost universally the 
opening date. Torrid heat may prevail in every part 
of the country but somehow or other, the customer 
who anticipates a wardrobe is interested in footwear 
on or about that date. It’s usually the opening of the 
season for stores selling high-grade footwear, but this 
year there is every expectation of all types of stores— 
chains, independents, et al, rushing into an early Fall 
opening. 

So, perhaps, we are in for a period when every 
merchant in every store, everywhere, should watch his 
own performance over the fitting stool as the best guide 
to the sale of more shoes this coming Fall. 
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TO MATCH 


YOUR SMARTEST SHOES 


New’ knows better than 
you the importance of STYLE 
in selling even the finest shoes. 


We know it too! So we had a 
famous industrial designer style 
this new, handsome, wood core 
heel by Good- 

year. 


It has the same 
long - wearing 


THE GREATEST NAME 


qualities, the comfort, and 
the resilience that have given 
Goodyear Heels overwhelm- 
ing preference over all other 
kinds combined. 


And — in addi- 
tion —it has 
style to match 
your smartest 
shoes! 


AN ON ANY OTHER KIND 
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Beware Of 
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Too Mueh 


WIND 
In Your SALES 


Superlatives Are Superfluous and Danger- 


Your Sales Story Will Be Stronger 


without Them 


FROM amazing, astounding to unequalled and un- 
surpassed, ad writers the country over will soon be 
stringing senseless superlatives together for the great 
semi-annual barrage of bunk. 

And then wonder why their sale ads go as flat as 
a cat-boat sail when too much wind lays it on the water. 

The dictionary gives the answer: 

Bunk—Inflated or empty speech; balderdash, hum- 
bug. 

Windy—Bombastic, pompous. 

Balderdash — An empty and pretentious flow of 
words. 

Humbug—To impose upon; deceive. 

After the experience many retail stores had with 
the public’s loss of faith in advertising that preceded 
the penitent era, and finally brought about such drastic 
efforts to square themselves with the public, one would 
suppose that everyone would appreciate and remem- 
ber and profit by the experience. Many have, but 
unfortunately many have not. 

Advertising has been considerably debunked, but 
the temptation is great when sale time pressure is de- 
manded, and many who keep sensible at all other 
times give way to an orgy of adjectives that mean 
nothing and sell nothing. 

They forget the first rule of copy writing: The 
reader wants to know FACTS about the merchandise. 
In writing copy, a command of good language is de- 
sirable, but a lack of facts is disastrous. 

Values are better than a vocabulary at sale time. It 
helps to have a command of words to tell about real 
values. But when the values are real, a simple, sub- 
stantiated story will win attention and interest. Tell 
the reader: about the shoes—styles, materials, sizes, 
colors, and so on. This is what makes the values 
seem more inviting. We’ve all seen; and at some time 
used, the “bla-bla” sale ad— 

“Come one, come all! Here’s a shoe sale that 
has no equal! We're compelled to sacrifice our 


by R. E. ANDRUSS 


entire stock at the most extraordinary reductions we 
have ever named in all our forty-seven years in busi- 
ness. Our loss is your gain! Come and buy shoes 
at savings you have never seen equalled anywhere, 
at any time!” 

And then we’ve checked over the ads from past 
sales, and made exactly the same reductions as in other 
sales. And we’ve cut prices on good styles and shelf 
warmers alike, which is another mistake. We’ve also 
carefully avoided telling the reader anything about the 
shoes. Just price quotations: Women’s $7.50 shoe 
$5.65. 

Result—If the reader does pause to read our hysteri- 
cal copy—the reaction is, “Oh, Yeah!” and a nice big 
doubt lingers on in his (or her) mind as the glance 
takes in the listed prices. Luckily, people that know 
the store, know that it isn’t as bad a place as the ad 
would indicate—(they know the stock, too) and they 
come in to pick up some bargains. 

Now let’s look at the better way, using some of the 
recent Spring shoe sale ads from representative depart- 
ment stores as good examples. Incidentally, the good 
examples are mostly department store ads. 

While there is variation in these ads, they are all 
interesting, informative, sincere, merchandised; each 
one tells the reader what she would be likely to want 
to know about the sale and the shoes. For example, 
an ad from McCreery’s, New York, features the popu- 
lar London Tan— 

“CLEARANCE—500 prs. new shoes in LONDON 

TAN at 4.95—6.95 to 12.75 ’til now! 
“This is a clearance with a punch . . . London 

Tan is one of Spring’s PET colors! 18 styles, 

pumps, straps, sandals, oxfords, leather or con- 

tinental heels.” 
[TURN TO PAGE 48, PLEASE] 
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Style 3008 . . . Martin’s Tan Scotch Grain Oxford, London Last, heavy single 
weatherproof sole, leather heel. 
Style 2008 . . . same in Black. Write for 


a Catalog 
entitled 
Style 3070 , , , HuntRankin Brown Bucko Calf Blucher Oxford, Norway Last, Plain 


toe, heavy single weatherproof sole, leather heel. } ln 
Style 3072 . . . same in Gray. ga 
- 9} wtS— 
Style 3043 . , , Gallun’s Tan Norwegian Wing Tip Oxford, English Last, double mM 
soles weatherproofed, leather heel. 


Style 2043 . . . same in Black. 
$5 to $550 


Some Styles More 


«“¢ E. £E. TAYLOR CORP. + BROCKTON. MASS. ¢ ¢ 
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Runway Here Again 


Feature of Great Ohie Shee Retailers 
Convention — Theme Song of the Style 
Show Fittingly Serves as Slogan for the 
Spirited Convention Held at Netherland 
Plaza Hotel, Cincinnati, June 14, 15 and 16 


New President, Ohio Shoe Retailers Association 


CINCINNATI—Opening with 180 sample displays, 
Sunday was buying day at the Ohio Shoe Retailers 
Association convention held here this week, for many 
merchants were forced to return to busy stores on 
Monday morning. Shoe travelers and factory execu- 
tives report considerable buying, so much to certain 
factories that sold-up reports were issued. Two out- 
standing lines, retailing between six and ten dollars, 
refuse all orders until September. 

There was a significant trend toward the return of 
better shoes in smaller cities and towns overlooked 
during the depression and now voluntarily coming to 
market in search of strong lines with in-stock facilities. 

Officially the convention opened Monday at a lunch- 
eon meeting with General Chairman Frank J. Weber 
turning the show over to President Clarence Faflik, 
who has led the Ohio shoe retailers in two successful 
conventions and who becomes a national figure in 
association accomplishment. President Faflik pledged 
support and allegiance to the National Shoe Retailers 
Association and advocated vigorous cooperation of all 
shoe retailers to prevent vicious and predatory com- 
petition on price. He urged unity of local groups in 
sales and service for this year and promised success 


to all sincere and loyal shoe men who stick to ethical 
principles. Some four hundred shoe men listened to 
Mr. Faflik and other speakers, including Honorable 
Edward B. Imbus, Vice-Mayor of Cincinnati; D. C. 
Kellar, President of the Ohio Council of Retail Mer- 


chants, who said Ohio numbered more independent 


merchants in associations than any state in the Union 
and that the resulting strength of merchants protected 
and promoted ethical operation in the public interest. 

Arthur D. Anderson spoke on national affairs, indi- 
cating the abundance of money side by side with in- 
activity due to slow turnover. He crusaded for a com- 
mon interdependent campaign against the sale of chil- 
dren’s shoe over the counter without fitting service 
and indicated that variety stores selling shoes over 
the counter were on the increase and the possibilities 
of great harm to growing feet were the consequences 
of public carelessness and trade indifference to a funda- 
mental truth, namely that growing feet are the re- 
sponsibility of the shoe fitter. 

The pledge of service which wil] appear in the 
June 27 issue of Boot AND SHOE RECORDER was ap- 
proved and many organizations stand ready to post 
and promote the declaration of policy prohibiting the 
sale of children’s shoes without proper supervision 
at the fitting stool. Recommendations for a national 
campaign to promote the idea that growing feet de- 
serve proper fitting were accepted. Thus was launched 
a movement significant to child welfare and indicative 
of a new responsibility in every shoe store in America. 
More merchants from Michigan, Illinois, Kentucky, 
Tennessee and the Southwest registered during Monday, 
indicating that tops in convention attendance was 
reached. 

President Tuffly of the National Shoe Retailers Asso- 

[TURN TO PAGE 51, PLEASE] 
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Vegetable tannage makes Norwegian soft, pliable, but 
firm. It yields—yet supports. Sensitive feet take kindly 
to Norwegian. Its rich custom finish is proof that com- 
fortable shoes can be “tops” in handsome appearance. 
A. F. GALLUN & SONS CORPORATION, Milwaukee, Wisconsin 


GALLUN LEATHERS 


ALWAYS STANDARDS EXCELLENCE 
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New Names and Faees in 


Younger Merchants Take Their Places Beside 


MIEN who are responsible for directing the policies and 
carrying on the various activities of the National Shoe Re- 
tailers Association this year include not only those whose 
long experience in the association qualifies them to serve as 
sound and capable advisers, but also many of the younger 
men in the business whose close connection with associa- 
tion activities is of comparatively recent origin. The in- 
terest shown by these men in the work of the association 
affords striking evidence of the fact that N.S.R.A. is a 
vigorous and forward-looking organization, able to attract 
the younger generation of retailers, as well as those who 
have given loyal and devoted services in the past. 

It is the earnest desire of President Tuffly and Manager 
Langston, both of whom have been associated with N.S.R.A. 
long enough to know its background and traditions but are 
young in their present positions of responsibility, to in- 
clude in its active membership, and in the leadership of 
its various activities, men from all sections of the country, 
representing all types and classes of retail shoe stores. In 
other words it is their ambition to make the association 
broadly national in the truest and best sense of the word, 
and they are convinced that such an organization will have 
little difficulty in enlisting the support of the great majority 
of ambitious, forward-looking retailers, so that it will be in 
a position to speak with the voice of authority whenever 
and wherever the interests of the retail branch of the shve 
industry are involved. 

Conditions in the retail shoe business, it is recognized, 
have undergone very marked changes in recent years and 


present indications point to further changes, all of which 
mean new problems for the merchant. Many of these 
problems are of such far reaching importance that it will! 
be extremely difficult for the average retailer, working and 
planning by himself, to arrive at a satisfactory solution. 
The present set-up in N.S.R.A. is planned to provide the 
fullest opportunity for common counsel in the meeting of 
such problems. : 

Manager Langston is at the present time on a trip to 
the Pacific Coast for the purpose of meeting with the re- 
tailers of some of the important cities, such as St. Louis, 
Kansas City, Denver, Salt Lake City, San Francisco, Port- 
land, Seattle and Chicago, explaining to them what the 
association is doing and learning from them in what further 
ways the N.S.R.A. can be of service to the merchant 
members. 

Geographically all sections of the country are well repre- 
sented in the present membership of the executive staff 
and Board of Directors of the association. President Tuffly 
hails from the great Southwest, being a member of the 
well known shoe firm of Krupp & Tuffly in Houston, Tex. 
Mr. Langston, manager of the association, is likewise a 
native of Texas, but his connections with the retail shoe 
trade have made him a resident at different. times of 
various localities, East and West, and his present head- 
quarters as manager are at 274 Madison Avenue, in New 
York City. Herbert J. Rich, treasurer of the association, 
is a well known shoe man of the nation’s capital, Washing- 
ton, D. C. 





BOOT AND SHOE RECORDER, June 20, 1936 


DAVID S. HIRSCHLER 


Director 


MARCUS RICE 
Member Shoe Fair Committee 


LEE LANGSTON 


Manager 


1936 N. §. R.A. Line-Up 


Those of Longer Experience in Association Work 


Among the men recently chosen to the Board of Direc- 
tors is T. Dun Belfield of Steigerwalt’s, Philadelphia, who 
has been active in the leadership of the Shoe Retailers 
Council of that city, and who, with Past-President A. H. 
Geuting, represents the city where the association had its 
origin 25 years ago and from which its first president, 
Andrew C. McGowin was chosen. B. W. Childs, another 
relatively recent appointee to the directorate, comes from 
Holyoke, Mass., where he is now active head of the firm 
of Thos. S. Childs Co. From the Pacific Coast, Melville 
Kaufmann, of Sommer & Kaufmann, San Francisco, is a 
comparatively new member of the board, as is Albert 
Wachenheim, Jr., Imperial Shoe Store, New Orleans; 
David S. Hirschler, of Hofheimer’s, Inc., Norfolk, Va., and 
George B. Hess, of N. Hess’ Sons, Baltimore, Md., all three 
representing the southeastern section of the country. Mr. 
Hess is chairman of the association’s men’s style committee. 
Thomas F. Callahan, of B. Altman & Co., New York, is 
chairman of the women’s style committee, and A. B. 
Toomey, Lord & Taylor, heads the children’s style com- 
mittee. 

From Cleveland comes J. H. Roberts, of the Stone Shoe 
Co., Cleveland, and from Chicago, Carl Burgstahler, of the 
F. E. Foster Co., both representing the Mid-West on the 
Board of Directors, while Marcus Rice, member of the 
Shoe Fair Committee for the N.S.R.A., is merchandise 
manager for a group of departments, including shoes, for 
Famous-Barr, St. Louis. 

New York City has two relatively new members of the 


Board of Directors, John R. Laycock of Hanan & Son, and 
F. A. McLaughlin of John Wanamaker, New York, serving 
alongside of Jesse Adler, of the Adler Shoe Co., New York, 
who has been active in the association as vice-president, 
director and member of the executive committee for a 
decade or more. Among the past presidents, of course, is 


John Slater, of Slater’s Fifth Avenue, New York. 


In addition to these men, the following well known re- 
tailers continue as members of the Board of Directors: F. 
E. Ballou, F. E. Ballou Co., Providence, R. I.; George J. 
Bunn, Salem, Ohio; Arthur E. Ebbs, University City, Mo.; 
J. C. Fedler, Jr., Boston Shoe Co., Louisville, Ky.; Edwin 
Hahn, William Hahn & Co., Washington, D. C.; Otto H. 
Hassel, Hassel’s, Chicago; Paul O. Kuehn, Kuehn Shoe 
Store, South Bend, Ind.; Will Knight, Knight Shoe Co.. 
Portland, Ore.; H. C. McLaughlin, Cincinnati, Ohio; J. 
Gordon McNeil, Thayer McNeil Co., Boston; William 
Pidgeon, Jr., Rochester, N. Y.; Harold F. Volk, Volk Bros. 
Co., Dallas, Texas; Harry E. Fontius, Fontius Shoe Co., 
Denver, Colo.; R. B. Nay, Nay Shoe Co., Wheeling, W. 
Va.; Roy E. Stevens, Stevens Shoe Store, Ottumwa, Iowa; 
C. E. Williams, C. E. Williams Shoe Co., St. Louis, Mo. 

With this sort of representative leadership and with the 
character of service that the association renders, it is be- 
lieved that most progressive retailers will be glad to join 
without being asked to do so, and to contribute the nominal 
membership fee of $5.00 for the support of the organization. 














California Hails Return of Quality 
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Charles Kushins Elected President at San Francisco Coavention 

















S AN FRANCISCO, CALIF.—It was a serious-minded 
gathering of shoe men which met at the Hotel St. 
Francis for the sixteenth annual convention of the 
California Shoe Retailers Association on June 15, 16 
and 17, in what was considered to be their best attended 
association meeting in years. These shoe men were 
intent on checking everything for consistency and on 
every hand was heard the statement: “Quality is again 
in the saddle.” 

Prefacing the planned order of business, a eulogy 
on the life of Max Sommer, who died last week, was 
paid by Charles Kushins of Oakland. Suitable resolu- 
tions were also passed by the convention body, copies 
of which were ordered sent to the family and to the 
Sommer and Kaufmann organization. 

In his opening address, President Melville Kauf- 
mann expressed the belief that politics and economics 
are very closely interwoven. He said: “Social legis- 
lation is here to stay. Satisfactory working conditions, 


Shoes, left to right, top row: Three large buttons set off the new 
broad strap model bought by Michel Levy of Santa Barbara, and 
shown in upper left hand cover. The new full finish kid in blend- 
ing browns and black sets this pattern off to perfection. Center 
shoe, bought by Harry Locey, of Visalia, in green gabardine with 
blue patent and blue stitching; also blue gabardine with gray 
patent and blue stitching. Square toe and heel. In the shoe at 
the right, a plug of brown patent leather highlights the dull fin- 
ish of this brown kid shoe. Bought by Joseph Ferguson, of The 
May Company, Los Angeles, in several different ways. Lower 
row, shoe at left was bought by Sommer & Kaufmann, of San 
Francisco. This intriguing broad strap comes in black calf with 
black patent combination, and brown suede with brown calf, also 
blue suede combined with blue calf. Shoe at right was bought by 
Lavenson’s, of Sacramento. It comes in black suede with black 
patent stripping; brown suede with brown patent trim, and gray 
suede with gray calf trim. 


wages, labor insurance and old age pensions are the 
inevitable solution to bring about the harmonious and 
progressive cooperation necessary for the betterment 
of business. This thought of our workers must be one 
of our primary considerations if we are to build for 
the future. More government in business will be the 
rule and that is why dues paying membership in the 
national and local shoe associations is a necessity for 
the preservation of the independent shoe retailer.” 

In a similar vein, George C. Eberhard declared the 
salvation of the independently owned store lies in the 
passing of national legislation that would protect the 
independent in the retail business. Then, he de- 
clared, the independents will wake up, combine and 
really fight for their existence. The independent who 
has the ability to sell quality merchandise to a quality 
clientele and render a quality service, will stay. After 
all, it is not right to think about volume, but about 

[TURN TO PAGE 57, PLEASE] 
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@ ©@ © & and lead with Ohio’s Calf 


The finesse of superb tannage takes the "trick." 
Kafforite has long been definitely established as the criterion in 
Women's light weight leathers. Supplementing this popular 
covering, Kozy Calf is acquiring the same well earned prestige. 


Also Produced in four- 





teen colors 


Play to the "Queen," your woman customer, with either of these 
creations. Impress her with the contour and delicacy they give to 
the styling. Assure her with the softness and comfort they give 
to the wearing. Retain her patronage and enjoy the customer 
confidence, that you will merit and well deserve, by specifying 


Kafforite and Kozy Calf 
give a style and quality value to women’s dainty 
shoes which accounts for its popularity among 
leading stylists. These fine leathers possess 
everything in quality, finish, color tone and 
fineness of grain so appealing to well dressed 
women. Swatches showing the fall colors will 
be sent on request. 


A COMPLETE SERVICE IN FINE CALF LEATHERS THE OHIO LEATHER COMPANY GIRARD, OHIO 
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PETERS INTRODUCES 





WITH THE 





After months of testing, we introduce to the trade 
our new and smartly styled line of Fashion Girl Shoes 
for Fall. This line carries the revolutionary VELVET 
STEP feature which is based upon an entirely new 
principle—that of locking the heel in piace, thus cre- 
ating a velvety comfort with every step—VELVET 
STEP. 


This remarkable feature involves the use of a single 
rubber pad which is so constructed as to create a socket 
for the heel, support the longitudinal arch and massage 
the metatarsals. This pad keeps the foot from slipping 
forward with each step and at the same time controls 


locks 


the heel 


in place! 
















the distribution of body weight. The result is perfect 
freedom for the toes, allowing a natural, balanced, 
youthful and more vigorous stride. Furthermore, the 
VELVET STEP feature insures normal blood circu- 
lation in the feet, thus reducing foot fatigue. 








a 





The women who tested this feature for us also 
named it. They said:—“It is like walking on velvet.” 
And it is true, for in this shoe there is a scientific com- 
fort, particularly for wearers of high heels, that never 
before has been obtained in light, airy, fashionable 
shoes. 


VELVET STEP is what every merchant and every woman has wanted 


$5 retailers IN STOCK 


Fashion Girl with the Velvet Step feature 
is a complete well balanced line of shoes— 
smartly styled including all the popular 
colors, materials and lasts. Priced to retail 
at $5.00, carries better than 40% mark-up. 
Backed by advertising and a complete dealer 
help set-up. 


You can put your store on Velvet with this 


remarkable VELVET STEP feature. 
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WHERE STRENGTH AND 
STURDY CONSTRUCTION 
ARE ESSENTIAL . . . 


Experienced manufacturers and retailers 
know the importance of strength and rigid- 
ity in shank construction and wood heel 





attaching. 


Based upon sound shoemaking principles, 
Unishank and WAC Wood Heel Screw 
Attaching combine to promote security to 
the finished shoe. These thoroughly tested 
methods add strength, increased durability, 
and comfort to the shoe throughout its life. 














UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please menticn Boot and Shoe Recorder 











BOOT ANC SHOE RECORDER, June 20, 


1936 


Page 43 


Off To Texas..... And On with the Fair 


were picturesque—floor touching—or 
rather grass-touching—dresses of the 
formality that goes with the royal 
English garden parties. A cotton lace 
dress, for instance, tailored in char- 
acter but with shirt sleeves and long 
skirt, all in white with a violet cape- 
line hat and matching violet linen 
sandals. A green and yellow chiffon, 
with yellow suede sandals to pick up 
the print. A printed silk jersey with 
white patent sandals. An “extra” cos- 
tume—this and “extra” business. An 
idea that should be encouraged! 

And then to a Sunday breakfast at 
the beautiful Spanish home of Free- 
man Burford, one of the oil barons. 
Women in formal sports clothes and 
the spectator shoes that go with them 
—high-heeled whites and combinations 
—altogether different from the low- 
heeled informal types that completed 
their sports: clothes on another oc- 
casion. 

One pair of shoes do not make a 
Summer in Dallas. And merchants are 
not afraid to promote shoe wardrobes. 


A Color Fable 


We found lots of color in shoes, 
spotted amongst the whites. And here 
is a story about color that is almost 
too good to be true, but is vouched 
for as gospel by Burt Eastman the 
famous shoe buyer of Neiman-Marcus. 

A woman came in to buy “a pair of 
white shoes.” They showed her their 
“Centennial Suedes” and sold her a 
low-heeled pair in green! She was so 
intrigued that she came back for a 
multi-colored sandal that she could 
wear with several other dresses and 
also purchased the pair of linen shoes 
we saw at the garden party, dyed 
violet to match her hat. 

Then—and here’s the moral—she 
returned a week later to buy the white 
shoes of her original thought—“Be- 
cause, after all, she couldn’t get along 
without white!” 

Does that prove that women can be 
made shoe-conscious through shoe 
color or doesn’t it? Does it demonstrate 
that creating a desire for color can 
make extra business—or are we a 
little crazy with the Texas heat? 


Shoes at the Centennial 


In interviewing the Dallas shoe mer- 
chants, we found three types of shoes 
being promoted for actual wear at the 
Exposition. 

First the shoe for sightseeing at the 
Fair itself, where comfort is the first 
requisite. (After two days we laid away 
our new high-heeled shoes and went 
our way gratefully in rubber-tired 
Kilties!) These “pavement pounders” 
again break down into three groups. 
First the real sports shoe with built-up 
(but not built up far) leather heel, 
and often with a rubber sole. This for 
when you wear sports clothes. 

Then the casual sandal that looks 


[CONTINUED FROM PAGE 23] 


right with informal cotton dresses. 
And third the semi-formal shoe that 
combines low-heeled comfort with a 
degree of formality in stlying to go 
with more formal Fair Clothes. This 
very important new type is illustrated 
by the ghillie photographed on the pic- 
ture page following. 

The next group is cool darks in 
fabric shoes recommended to visitors 
who come from other cities, where 
white cannot take the punishment of 
travel. The better merchants of Dal- 
las are promoting this type with a 
realization that it again means extra 
business. The idea is sound, for even 
in an air-conditioned train or an air- 
swept plane, the “Phoebe Snow” out- 
fit is neither correct nor practical. 
Every city can take a leaf out of the 
Texas book and urge cool darks as an 
essential in the Summer wardrobe. 

The third group is the Summer 
evening shoe on which we commented 
before. Dallas is putting its best foot 
forward and dressing up. Down in 
the mirrored, air-cooled cavern of the 
new Century Room and under the stars 
on the Baker roof, formal clothes are 
the order of the evening, but formal 
clothes and. shoes completely different 
from Winter fashions. 

So this first “Texas influence” is the 
dramatizing of “clothes for the oc- 
casion,” right through the Summer dol- 
drums. At the time when too many 
stores are getting out their sale tickets, 
Dallas is buying merchandise and sell- 
ing it. It’s an inspiration to all of us 
who think the selling season ends with 
the roses of June. Fair or no Fair in 





Feet of the Army 


“A soldier is as good as his feet," they used to 

say in the days before armies were rated 

according to the speed of their motor trans- 

port. And at that rate, this British Tommy 

should be worth a regiment. An unusual pic- 

ture taken at the ranges in Bisley showing 
a member of the K.R.R.'s in action. 


any city, so much more could be done 
to keep up the fashion pitch all 
through the season by aggressive “oc- 
casion” promotions. 


Texas-Inspired Fashions 


Out of this Centennial are also com- 
ing certain local, native ideas. The 
editor-in-chief of Vogue, the associate 
fashion editor of Harpers Bazar 
were in this delegation of fashion 
writers. In two Neiman-Marcus fash- 
ion shows, they saw the pages of their 
respective magazines animated in Texas 
fashions. Have you seen these two 
magazines for June? Cactus colors, 
and cattle-brand designs are shown 
editorially in these two publications, 
and these two motifs were featured in 
the showings. 

The “Cactus Colors” are the bright 
off shades of desert Cactus flowers. 
They were shown in shoes in I. Mil- 
ler’s Centennial suedes—yellow, red, 
purple, rose-brown and bright blue. 
Cattle brands are the identification 
marks of the great ranches which are 
used for prints, for embroidery mono- 
gram motifs and burned into leather 
for belts and bags. The shoe sponsored 
to tie in with this promotion is the 
natural calfskin broad strap sandal 
with a natural wood heel. (Photo- 
graphed on picture page.) 

And then the two most obvious Texas 
fashions —cowboy hats and cowboy 
boots. The Fair is swarming with 10- 
gallon hats on men, women and chil- 
dren. We believe that the sight of the 
“Rangerettes” at the Fair in their 
bright colored boots will help to put 
over the boot promotion. Six or more 
million visitors will be “exposed” to 
the Texas idea this Summer. Even 
the great Schiaparelli has made a ges- 
ture to this “Empire on Parade” in 
several cowboy influenced fashions. 
And as the Summer proceeds, more 
and more designers working for the 
Fall will take it from Texas! 


Texas Invites the Shoe 
Business 


One of the important events of our 
stay was a luncheon at which the local 
dignitaries were present—the exposi- 
tion head, the bank presidents, the 
leading store owners and the directors 
of Texas industries. Matthew Sloan, 
president of the “Katy” Railroad, 
urged us all to urge manufacturers 
and retailers to investigate the possi- 
bilities of Texas locations. In the last 
six months, he told us, their industrial 
department had _ received more  in- 
quiries from potential investors than 
in the last five years put together. 
And he made a special point of shoes. 
Texans wear out a lot of shoes said 
he, and there’s a lot of leather handy 
to make shoes out of. And so, Mr. 
Shoeman, “the eyes of Texas are upon 
you!” 
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From the line of 
NUNN BUSH SHOE CO. 


BARBOUR DRESSWELT RESISTS WATER 


BARBOUR WELTING COMPANY, BROCKTON, MASS. 














Summer Shoe Windows Dramatize 
Whites 


[CONTINUED FROM PAGE 21] 


that is of interest to the individual 
man or woman who sees it, there’s 
more than a fair chance that a mere 
casual observer can be made a poten- 
tial customer. And that is one of the 
big objectives of any window display, 
to make the people who pass your store 
sufficiently interested in the shoes you 
have on display so that they will be 
tempted to come inside and give your 
salespeople a chance to sell them. 
The two windows by Dalsimer, of 
Philadelphia, which we illustrate this 
week are especially noteworthy from 
the fact that they possess this eye- 
arresting quality which is likely to 
cause people to stop and look and thus 
become interested in your shoes. They 
attracted a great deal of favorable 
attention and proved very effective 
from a sales standpoint. The men’s 
white shoe window by Reisch Shoe 
Shop, . Springfield, Ill., is an effective 
treatment of the shallow type of win- 
dow in which a built-up display is 
necessary in order to show any con- 
siderable number of shoes. Display 


material provided by manufacturers 
has been used with excellent results in 
the planning of this window. The Fyfe 
display of women’s white shoes is an 
unusually pleasing arrangement of 


Summer footwear with a very simple, 
yet effective, background idea. 
“ Among the most striking dramatized 
windows of Summer shoes that we have 
seen this season have been the displays 
of some of the popular-priced chain 
shoe stores. These stores, in their ef- 
forts to make window display space pay 
dividends, often go to the extreme in 
their lavish use of color and in the 
bold character of their window treat- 
ments. They emphasize the impor- 
tance of eye-appeal and build their dis- 
plays with the object of “stopping the 
customer.”  Thirty-fourth Street in 
New York, between Fifth and Seventh 
Avenues, is famous as a center for 
stores of this character, and their win- 
dows, in the early part of June, pre- 
sented an extraordinary spectacle in 
their lavish use of color and the strik- 
ing character of their displays. 
Ansonia, for example, presented a 
remarkable showing of white and col- 
ored shoes for Summer. The back- 
grounds of this store’s two large win- 
dows were draped with white damask 
end the color motif of the windows was 
blue and white, with huge floral ‘de- 
signs and other decorative effects in 
the former color. The shoes shown 
covered the entire range of Summer 


footwear in white and colors, the 
brightly colored patents and colored 
fabric sandals making a pleasing con- 
trast with the white shoes. Bright 
Summer accessories added to the gen- 
eral gayety. 

Bold cut-outs of fashion figures, 
many in brightly colored bathing suits, 
adorned the windows of the neighbor- 
ing A. S. Beck store and formed a 
colorful background for this firm’s ar- 
ray of white and Summer shoes. The 
beach theme, in fact, was used again 
and again by stores of the popular- 
priced group, and it provided an effec- 
tive background treatment, combining 
brightness and color with a suggestion 
of Summer and the need of footwear 
designed to meet the requirements of 
seaside and resort wear. These, of 
course, include not merely bathing 
shoes and beach sandals, but the spec- 
tator sport types as well. 

Thom McAn women’s shoe store on 
West 34th Street had a most attrac- 
tive Summer shoe window with a beach 
background and real sand, while the 
opposite window, with a background 
of conventionalized willows, suggested a 
country scene and was used as a back- 
ground for the more formal types of 
outdoor shoes. The field store next 
door had a beach background in bright 
colors, and so on, the window atmos- 
phere in every case being used as much 
for its attention value as to suggest 
the use of the shoes. 





To Move Stock Department 


PHILADELPHIA, PA. — The Pre-Welt 
Shoe Co. has announced that it will 
move the stock department from the 
present location, 13 N. Fourth Street, 
to the factory, which will enable a more 
prompt handling of stock orders. A 
central city sales office will be main- 
tained, however, at 17 N. Fourth 
Street, where Victor Brav, treasurer of 
the company, will be in charge. 

It is reported that the factory at 1234 
Carpenter Street, a building which oc- 
cupies a full city block, is turning out 
at the present time 250 pairs of wo- 
men’s hand-turned shoes in addition to 
the volume production of infants’ and 
children’s pre-welts. 





Increases Common Stock 


NEENAH, -Wis.—The Vogel-Patton 
Shoe Company, here, is increasing its 
common stock from $75,000 to $125,000, 
according to incorporation records from 
Madison. Total stock thus stands at 
$50,000 preferred and $125,000 common. 
Theodore Vogel, Milwaukee, is presi- 
dent of the firm. 





Name and Aaent Changed 


ANDERSON, IND.—The name of the 
Thimble Shoe Co., Inc., a Missouri cor- 
poration, has been changed to Fashion- 
Thimble Shoe Co., Inc., and the resident 
agent for Indiana has been changed to 
Marion Parkinson, 1035 Meridian 
Street, Anderson. 
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Plans For Peak Year’s Business 


CLEVELAND, On10—The Stone Shoe Company, recog- 
nized as one of the outstanding retail shoe concerns in 
the country, has made elaborate plans in expectation 
of a business year that will rival the peak years pre- 
ceding the depression, as evidenced by the above truck 
load of shoes which made up only a small part of the 
largest Spring shipment of shoes ever received by the 
company, according to J. H. Roberts, vice-president 
and general manager. 

“Two more truck loads followed this one in rapid 
succession,” he says, “and they represented only a 
part of our shipments of Vitality shoes for men, women 
and children.” 

Again quoting the manager, Mr. Roberts, “A glance 
over the 73-year history of our concern has convinced 
us that Cleveland, as in previous depressions, is run- 
ning true to form, by literally pulling herself out by 
her boot straps. 

“Through faith in our city, we have grown and 
prospered to a position of national eminence in our 
field. This tremendous Spring shipment of shoes is 
concrete proof of our faith in Cleveland and 1936.” 

Mr. Roberts let it be known that business to date had 
surpassed his most optimistic calculations. An interest- 
ing side-light on the sales of Vitality shoes in this store 
was uncovered in this reporter’s conversation with 
W. J. Harney, Ohio representative of the line. 

“Remarkable indeed,” said Mr. Harney, “is the 
fact that while there are several cities with much 
larger populations, the Stone Shoe Co. of Cleveland, 
is one of our two largest outlets.” 

Included in the truck load of shoes shown in the pic- 
ture were glistening creations in patent leather, some 
in combination with colorful kidskin and fabrics. 
There were kid pumps, sandals, and clever ties in 
scores of new shades to blend with the popular new 
suits of 1936. Included also were dainty creations for 
growing feet in white kid, black patent leather, and 
two-tone sport effects, as well as a host of real he-man 
ideas in masculine footwear. Probably one of the 
most diversified and colorful shipments ever received 
in Cleveland. 





To Keep Stocks Fresh 
and in Trim 
for Fast Selling There's 


One dependable 


Answer 


Specify shipment by Railway Express. You'll get 
your goods without grief or grouch, and fresh for 
quick turnover. Our fast shipping service can in 
many instances, give you overnight deliveries. 
We pick up all shipments by fast motor truck on 
phone call, forward at passenger train speed, and 
deliver instantly on arrival. No delays, no side- 
tracking from start to finish, and the whole trans- 
action is checked by our double receipts, with 
$50 liability insurance automatically included. 
On C.O.D. shipments we remit by return check 
and make no charges for extras.’ A nation-wide 
organization, with 23,000 offices at your disposal 
— Railway Express can reach anybody anywhere 
at any time. @ For service or information tele- 
phone the nearest Railway Express office. 


RAILWAY EXPRESS 


AGENCY INC. 
NATION-WIDE RAIL-AIR SERVICE 
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WARNING! 


GENUINE 























TRADE MARK _ [res. No. 328971) 











i. behalf of the large group of our customers who in the past have ex- 
ecuted unusually successful “Cossack” promotions and who plan further 
“Cossack” promotions this coming season, we announce that we have 
guaranteed protection on the “Cossack” trademark, and that this brand 


name may only be used as describing the products of the Consolidated 
Slipper Corporation. 








COSSACK IS THE TRADEMARK OF QUALITY SLIPPERS 
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Shoe Vews 


THIS WEEK IN THE SHOE TRADE 


SATURDAY, JUNE 20, 1936 


NATIONAL NEWS 





Shoes at Great Lakes Exposition 





May Company of Cleveland to Stage Great Outdoor Style Show— 
Stone Shoe Co. to Have Exposition Store 


CLEVELAND, OHI0O—The five million 
or so visitors to the Great Lakes Ex- 
position, June 27-Oct. 4, will have 
ample opportunity to view Summer 
and Fall styles in footwear. In fact, 
the greatest style show undertaking 
ever witnessed in Cleveland will be 
offered on the Lake Front throughout 
the 100 days by The May Company. 
Edna Lo Maynard, May Company 
stylist, has complete charge of the 
production including writing of con- 
tinuity, radio publicity, programs and 
other details, as well as actual direct- 
ing of the show. Ross Filion, women’s. 
shoe buyer, and Frank Prasek, men’s 
shoe buyer, will assist in the selection 
of footwear. 

A 125 foot runway has been built 
over the very edge of Lake Erie from 
the Horticultural Building to the 
steamship, Moses Cleveland, which will 
be permanently docked as an exclu- 
sive club hotel for select members. 
The runway passes the Marine 
Theater, which seats 3000 people. 
Here, the largest audience will look 
on but, in addition, guests in the three 
terraced tea rooms of the Horticul- 
tural Building and in the floating 
restaurant of the Moses Cleveland will 
have a direct view. Music for the 
show will be located out in the Lagoon 
Theater so that it will float across the 
water to the audience along the run- 
way. Batteries of colored flood lights 
will glorify the participants and their 
apparel. 

Two shows will be given daily at 
2:30 and 8:30 P.M., and Miss May- 
nard estimates they will play for an 
average of 40,000 per show or 800,000 
during the Exposition. A staff of 22 
girls and 5 men models will display 
each day. Because of the long stand- 
ing contract, the May Company has 
built an ultra-modern studio home for 
them at one end of the runway. Artis- 
tic lounge with radio and well ap- 
pointed rooms with showers and other 
conveniences have been furnished. 

Each showing will last from 40 to 
45 minutes and about 70 garment and 
footwear changes are expected in that 
period. In addition, there will be spe- 
cial attractions. Merchandise will be 


EDNA LO MAYNARD 
Directs Great Outdoor Style Show 


changed on schedule every two weeks. 
In addition to the older fashions, there 
will be a matinee for children only 
every two weeks. 

The first four weeks, up to July 25, 
will be devoted to Summer merchan- 
dise, after which Fall apparel and 
footwear will be shown. Five group- 
ings will feature the early showings. 
These will include outdoor fashions, 
travel and vacation clothes, afternoon 
and garden party clothes, evening cos- 
tumes, and wedding regalia which will 
be offered in a dramatization of a 
modern wedding. 


To Have Exposition Store 


CLEVELAND—The Stone Shoe Co. of 
Cleveland will operate the only retail 
shoe store at the Great Lakes Exposi- 
tion. Four booths, 100 feet square, 
have been contracted and merged into 
one. The location is on the exhibit 
bridge leading from upper to lower 
Exposition grounds and forms a main 
entrance to the latter. 





DATES TO REMEMBER 


Wisconsin Shoe Retailers Association Con- 
vention, Park Hotel, Madison, Wis., 
June 21, 22, 23, 1936 


Pacific Northwestern Shoe Retailers Asso- 
ciation Convention, Olympic Hotel, 
Seattle, Wash. ...... June 21, 22, 23, 1936 

Illinois Shoe Retailers Association Con- 


vention, Hotel Pere Marquette, Peoria, 
MW a oe aewiccksiar June 21, 22, 23, 1936 


Boot and Shoe Travelers Association of 
New York, Annual Outing, 30th Anni- 
versary Event, Karatsony's, Glenwood 
Landing, Long Island, New York, 

July 16, 1936 

Pennsylvania Shoe Travelers Association, 
Tri-State Shoe Mart, William Penn 
Hotel, Pittsburgh, Pa.. .July 26, 27, 28, 1936 

Official Leather Opening and Style Con- 
ference for Spring, 1937, Waldorf- 
Astoria Hotel Sept. 14, 15, 1936 

New York State Shoe Retailers Associa- 
tion 18th Annual Convention, Hotel 
Seneca, Rochester, N. Y., 

Sept. 27, 28, 29, 1936 





Vitality, Foot Saver and Dr. Locke 
shoes will be exhibited and sold in the 
Exposition store. Only experienced 
salesmen will be maintained and X-Ray 
machines will be set up to fit cus- 
tomers by. A super-job of selling will 
be done, including considerable promo- 
tion and explanation of shoe features 
as brought out in Stone Shoe Co. ad- 
vertising which circulates over North- 
ern Ohio. As a special feature, Stone 
will show some of the new Fall styles. 

Conservative estimates place the 
daily attendance at 40,000 but authori- 
ties advise it will run over 50,000 daily 
or over 5,000,000 for the 100 days from 
June 27 to Oct. 4. Because of its main 
entrance location, the Stone store will 
get unusual attention. Shoe repair and 
shine service will be maintained in 
connection . 


Warm Weather Speeds 
White Selling 


Des MOINES, IowA—The weather 
plays an important part in the selec- 
tion of shoes as evidenced by the pre- 
dominance of whites in the sales since 
the arrival of hot weather. 

Square-toes and low heels are leading 
the sales in the selections made by 
younger persons and bucko and nap 
lead in the leathers. Older people seem 
to prefer the medium heel, round-toed 
type in kids. 
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BARBOUR WELTING COMPANY, BROCKTON, MASS. 








Beware of Too Much Wind in Sales 
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A Lord and Taylor ad names a price 
reduction that really is “drastic’”— 
{$12.50 to $4.95 is a drastic reduc- 
tion). 

“Final Clearance Women’s Spring 

Shoes 
$4.95, originally $8.75 to $12.50 
“Drastic reductions in 1000 pairs 
of town and sport shoes for imme- 
diate wear. Gabardine, kid, calf, 

Bucko calf, patent leather combina- 

tions. Black, blue, brown, some gray. 

Operas, straps, pumps, oxfords. All 

sizes included, but naturally, not 

every style in every size. Sorry, no 
mail or phone orders, no C.O.D.’s. 

Sixth Floor.” 

Saks 34th Street gives a very clear 
story of the sale and the shoes in their 
ad— 

“Entire Stock of New Spring 

Debutante Shoe—As Well as 500 

Pairs taken from our $6.95 
Department 
“The styles—Opera pumps, step- 
ins, monk types, straps, oxfords, 
evening slippers and sandals. The 
leathers—Patent leather,  kidskin, 
baby calf, gabardine, Summer suedes. 

The colors—Black, blue, brown, 

Venetian, rust, gray, beige, London 

tan. The lasts—Round and square. 

The heels—All types, including flats, 

squares, continentals, boulevards, 


spikes, Cubans and _ built-up- 
leathers.” 

Arnold Constable’s ad takes a little 
different angle in the copy. It gets a 
bit “wordy”—but tells a good mer- 
chandise story— 

“Clearance Sale! Spring Shoes. 

“Gabardine, kid, calf, patent .. . 
blue, black, brown, London tan, gray, 
beige . . . sandals, oxfords, straps, 
operas and step-ins. As everyone 
knows Arnold Constable shoes are 
good through and through and keep 
their smart appearance indefinitely. 

That’s why this sale is so remark- 

able. Not just shoes . . . but what 

shoes! Unusually smart fashions for 

‘dress-up’ or for sports . . . walk- 

ing shoes . . . patent sandals ... 

heels that are very high, very low, 
and most any height in between. 

Sizes 3% to 9, widths AAA to C, but 

not every size in every style . . . of 

course. It will pay you to buy a few 
extra pairs to put away.” 

Oppenheim-Collins put forth a good 
idea—the amount to be saved by buy- 
ing two or three pairs. 

“Semi-Annual Sale 
Arch Retainer* Shoes 
“The more pairs you buy, the greater 
the saving 
$6.25 
2 pairs—$11.50 


“Only twice a year can we offer 
you such impressive savings on these 
famous shoes. Don’t delay coming 
in at once, for back they go to $8.75 
after this sale. Their smartness is 
as satisfying as their comfort— 
assured by a special last that gives 
the foot perfect balance. Come quick 
—the sale ends Saturday.” 

Best & Company go farther than any 
of the others in listing the sizes avail- 
able at the start of the sale (a lot of 
the old ideas are still good ideas). 

“Clearance 
Daytime Shoes—Walking Shoes 
Evening Slippers 
High, Medium and Low Heels 
$5.90 
were $7.50 and $10.50 

“Substantial reductions now on 
about 2000 pairs of high-class shoes 
for all occasions. Calfskin, bucko, 
gabardine, step-in types, strap shoes, 
sandals and oxfords. The colors in- 
clude black, brown, London tan, blue 
and gray. Best’s standard lasts,— 
round toe, modified, and sports last, 
with various height heels are fea- 
tured. Broken sizes—exact number 
of pairs in each size is shown on 
chart below.” 

While these ads are all for women’s 
Spring shoes, they set forth principles 
that apply to all lines. 

With this type of merchandised 
copy, as a basis, and a tie-up idea that 
lends itself to ads, windows and in- 
terior display, you can build up a sales 
campaign that will bring gratifying 
results. 

It pays to make your sale windows 
colorful and interesting—to give them 
as much interest value as any of your 
early season promotions. While the 
window should be “heavier,” be very 
sure to make the shoes look attractive. 

They may be odds and ends to you, 
but they’re still new shoes to the cus- 
tomers who buy them—and the better 
they’re displayed, the better their 
value stands out. 

Keep these four points in mind, and 
make your sale short and snappy, for 
good results— 

Make your sale ads convincing. 

Make your sale windows attractive. 

Make your big reductions on shoes 
that must be sold. 

Make a complete tie-up throughout 
the sale campaign. 


Ostrov to Open in Fort Wayne 


Fort WAYNE, IND.—The three-story 
building at 114 West Wayne Street 
here, has been leased by the Louis Os- 
trov Shoe Company of Akron, Ohio. 
The entire building will be used for a 
new store to be opened about Septem- 
ber 1. Approximately $5,000 will be 
spent on extensive exterior and inte- 
rior remodeling. The lease and remod- 
eling will cost approximately $30,000. 
The company operates approximately 
fifty stores. 
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THE NEW “WALLED” LAST 
AND BOX TOES 


The box toe must be relied upon in the 
finished shoe to reproduce and preserve 
the clean-cut and well-defined lines of the 


Walled Last, 


THE QUALITY BOX TOE 
Celastic Box Toes are pre-eminently satis- 


factory in accomplishing this result, 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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Fashion Runway Here Again 
[CONTINUED FROM PAGE 34] 


ciation wired his salutations to shoe 
solidarity and the board of directors 
responded with a salute to the Texas 
leader. President R. J. Schmidt of the 


* Michigan Shoe Retailers Association 


and Clyde Taylor of the Detroit Con- 
vention Committee exchanged felici- 
tations with the Ohio group and a re- 
ciprocal committee is to go north to 
Detroit next year. John Schwartz, 
celebrating his 52nd year in shoe re- 
tailing was unanimously made honorary 
president for life of the Ohio associa- 
tion. 

The high spot of the convention was 
the banquet and style show on Monday 
night, with sixty showings of Fall shoes 
on a silver and blue runway. Uniquely 
practical, all the shoes were salable 
styles, not specials made for runway 
flash. Concentrated interest from near- 
ly one thousand shoe men and women 
in the famous Hall of Mirrors made 
it the gala event of the year. Styles 
from leading lines in America were 
displayed, with dark brown suede 
trimmed with tan predominating in 
wide strap and high tongue oxfords. 
Black suede, trimmed with patent, 
came second. Only one pump type was 
displayed and it had an immense 
tongue. Low heels in practically every 
line prove that designing ability has 
finally clicked. 

Waist-high gore effects were new 
and varied. Novelty lacing effects on 
oxfords showed cleverness in adjust- 
ment. Green suede calf and kid was 
the surprise color for Fall and very 
prominent on runway and in sample 
rooms. Evening sandals were shown 
in all gold and in strong colors with 
new strapping effects. When buyers 
make notes as to wanted shoes dis- 
played on the runway it is a token of 
the revival of fashion as well as fash- 
ion shows. 3 

Entertainment was lavish, with six- 
teen acts in song, dance and variety. 
The hit of the night was community 
singing, led off by “East Side, West 
Side,” to a vociferous “Oh, Suzanna,” 
the Landon campaign song, to follow 
with “Dixie,” thus preserving in under- 
tone the fact that this was a political 
year, but politics was not conspicu- 
ously evident in the talk of the conven- 
tion, which was more in the mood for 
getting some of the bonus money and 
buying shoes for a brisk Fall opening. 
General satisfaction on the part of the 
exhibitors was expressed by a sales- 
man spokesman from the runway 
rostrum. Tuesday was business first 
and the windup came at the outing 
Tuesday night at the Cincinnati shoe 
men’s camp. Ohio set a high mark in 
retail conventioning, an augury for 
future progress. 

Increased interest in quality shoes, 
including men’s, women’s and _ chil- 
dren’s, to sell between $6.00 and $10.00, 
was the keynote of the Ohio Shoe Re- 
tailers Convention. Cincinnati egain 
steps into the national picture . a 


From the line of 
JOHNSON & MURPHY 


BARBOUR DRESSWELT 
ADDS STYLE APPEAL 


BARBOUR WELTING COMPANY, BROCKTON, MASS. 








Laird H. Simons Passes 


PHILADELPHIA — Laird Hardcastle 
Simons died at his home, 1239 Reming- 
ton Road, Wynnewood, Pa., on June 14, 
in his 68rd year, following an illness 
of two weeks. 

Mr. Simons entered the leather busi- 
ness in 1891. In 1903, he was made 
secretary of the Baum Leather Com- 





market place and has ambitions to hold 
the National Shoe Fair here in 1938. 

Officers and directors of the associ- 
ation elected at the Cincinnati conven- 
tion were as follows: 

Edward C. Horn, The Rollman Sons 
Co., Cincinnati, president; John 
Schwarz, Cincinnati, honorary presi- 
dent; Fred Abbott, Newark, vice-presi- 
dent; George Bunn, Salem, treasurer; 
C. E. Dittmer, Columbus, secretary. 
Directors were elected as _ follows: 
Clarence Faflik, Cleveland (retiring 
president); Cleve C. Hall, Youngs- 
town; Robert Vestal, Elyria; Joseph 
Ryan, Columbus; B. A. Roler, Ashta- 
bula; Ralph Taylor, Columbus; R. H. 
Kertscher, Ravenna; H. T. Siegen- 
thaler, Mansfield; Homer Waddell, 
Marion; Lee H. Mersman, Cincinnati; 
George Dohrman, Cincinnati; Kenneth 
Crawford, Lima; Willard Kyle, Mid- 
dletown; Charles Taggart, Ports- 
mouth; Ben Kessen, Cincinnati; Larry 
Medal, Cleveland; Phil Fleischer, Can- 
ton; Louis Ostrov, Akron. 


pany and was advanced to vice-president 
in 1904. In 1906 he became associated 
with the William Amer Company as 
secretary and treasurer, and succeeded 
Edward Amer as president in 1914. He 
was at one time president of the 
Morocco Manufacturers National Asso- 
ciation and has held various offices in 
the Tanners Council of America, includ- 
ing the chairmanship of the Allocation 
Committee during the World War. 

Mr. Simons was a member of the 
Manufacturers and Bankers Club, Penn 
Athletic Club, Philadelphia Board of 
Trade, Philadelphia and United States 
Chambers of Commerce and the Presby- 
terian Social Union. He has always 
been active in the Presbyterian Church, 
having been ordained an elder in 1899. 
He was a man of the highest standards 
of business integrity and _ personal 
probity. 

Mr. Simons is survived by his wife, 
Amelia Alexander Simons, a daughter, 
Euretta Andrews Simons, and a son, 
Laird Hardcastle Simons, Jr. 

Laird Hardcastle Simons was a pillar 
of the leather industry and an up- 
builder, who for many years strove to 
the best of his ability to give his all 
to the betterment of the industry. By 
his straightforward bearing, his genial 
manner and his utmost sincerity, he 
endeared himself to all those with 
whom he came in contact. 
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LARGEST FLOOR STOCK 


BOOT CoO. 
Omaha, Nebraska 
Exelusive Manufaeturers 

Catalog on Request 


PURPOSE 





ALL 








LARGEST 
BOOT STOCK 


in America 


Domestic and Imported 
For Immediate Delivery 


Men’s, Women’s, Children’s 
Boots for Riding 
Field, Hunting, Aviation 
Also Jodhpurs & Jodgores 


Complete Catalog 
R-7 on Request 


COLT CROMWELL CO. 
1239 Broadway 
New York City 
524 Santa Fe Bidg. 
Dallas, Texas 
840 So. Los Angeles St. 
Los Angeles, Calif. 














Chelmsford Firm Starts Cutting 


Derry, N. H.—The New Chelmsford 
Shoe Company, which moved to Derry 
recently, started operations June 8, 
when about 50 cutters went to work. 

Louis B. Gallant, head of the firm, 
expects that nearly 400 will be at work 
turning out McKay novelties soon. 
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These Shoes Covered 3,600 Miles 


Whittier, Calif—Johnny Baker, Whittier College's Olympic hope in the 5000 meters, is 

pictured with his collection of track shoes, which number 12 pairs. He estimates he has 

run with the shoes 3,600 miles, an average of 300 miles per pair, in his 8 years of track 
competition. The girls pictured displaying the shoes are local co-eds. 





British Accent on Black 
and White Sport Shoes 


New York—In the British Fashion 
Show brought over on the Queen Mary 
and held at the Waldorf-Astoria, the 
black and white combination scored 
for spectator sport shoes. A black and 
white sandal featured in the showing 
was announced as the choice of the 
Duchess of Kent; a black and white 
pump was a favorite selection of the 
Duchess of York. This is due, of 
course, to the British Court being in 
mourning, but it also fits in with a 
trend observed by I. Miller in the past 
few weeks. 

With black and black accents so 
smart in sports clothes and particu- 
larly with the highlighting of the 
black linen suit, this firm reports a 
sudden revival of this combination as 
something for everybody to watch for 
Palm Beach and next Summer. Black 
and white has been out of the picture 
for so long that its return to the 
style cycle presents an interesting pos- 
sibility. 


Handbag Sales Stepped Up 


PROVIDENCE, R. I.—The sales of 
handbags at the Thos. F. Peirce & Son 
shoe store have been stepped up dur- 
ing the past year, according to George 
E. Peirce, Jr. 

A much larger stock has been car- 
ried and better displays, both inside 
and in the front windows, have been 
featured. Bags are sold through dis- 
play and suggestion selling, the latter 
being used very widely to contact each 


customer as a means of furthering 
handbag sales. 

At present the store is showing a 
good line of white handbags for Sum- 
mer with some light-colored Summer 
shades to match the colored suits. 


B. W. Newe!l Appointed 


Ad Manager 
BuFFALO, N. Y.—Barclay W. Newell 


has been appointed advertising man- 
ager of Flint & Kent, effective July 6, 
it was announced by Winthrop Kent, 
president of the company, one of the 
largest retailers of higher-priced wo- 
men’s footwear in the city. He suc- 
ceeds Miss Louise O’Brien, who has re- 
signed after occupying this position for 
the last five years. 

For almost 10 years Mr. Newell was 
advertising manager of J. N. Adam & 
Co., of this city and recently resigned a 
similar position with H. & S. Pogue 
Co., of Cincinnati. Miss O’Brien in- 
dicated she is taking a vacation until 
September 1 and will announce her 
plans at that time. For eight years 
she was advertising manager of L. L. 
Berger, Inc., and started her advertis- 
ing career with the Wm. Hengerer Co., 
of this city. 


Association Dissolved 


MARLBORO, Mass.—The Mullen Shoe 
Company, a sales organization, and 
Curtis Shoe Company, Inc., manufac- 
turers, have agreed to discontinue their 
former association after years of 
mutual connection in the Marlboro 
Mass., plant, effective July 1. 
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Wall-Streeter Announces 


New Feature Shoe Line 


NortH ADAMS, Mass.—James E. 
Wall, president of the Wall-Streeter 
Shoe Company, has announced that 
that company is sending out its sales- 
men with a new line of feature shoes, 
to be known as Styl-EEZ Shoes for 
Men. 

Styl-EEZ shoes for women have been 
made and distributed very successfully 
for a number of years by the Selby 
Shoe Company. In explaining reasons 
why they were building a_ special 
feature line of shoes for men, Mr. 
Wall stated: “We have long known that 
there was a big demand for a man’s 
style shoe with corrective features, to 
sell at a popular price. When we de- 
cided to build a shoe to meet this de- 
mand, we exhaustively examined every 
type of corrective shoe on the market. 
We agreed that of them all, Styl-EEZ 
shoes for women, made by the Selby 
Shoe Company, had the kind of fea- 
tures we would like to incorporete in 
the shoes we contemplated building. In 
a comparatively few years, Selby has 
built up a tremendous following for 
this line of shoes. They are carried by 
almost a thousand high-class dealers 
throughout the country, and are enjoy- 
ing a most impressive volume of sales. 

“By special arrangement with the 
Selby Shoe Company, we have been 
licensed to incorporate into our Styl- 
EEZ shoes for men the same features 
that have made their shoes for women 
one of the preeminent brands from 
coast to coast. Adjustments in these fea- 
tures have had to be made, naturally, 
to meet the requirements of the mascu- 
line foot. But the same superior three- 
point support is a feature of these 
new men’s shoes, as it is. of Styl-EEZ 
women’s shoes.” 

This new Wall-Streeter line of 
shoes for men will retail at $6.75 and 
$7.00. They will be extensively adver- 
tised as a swanky line of men’s shoes 
for youthfully minded men who insist 
upon style, yet demand comfort besides. 

Except in the very large cities, the 
policy of the compeny will be to offer 
an exclusive franchise on the new 
line. A wide range of models has been 
designed to suit every age and taste. 
Another policy of the Wall-Streeter 
Shoe Company will be to carry ample 
stock on hand at all times, guarantee- 
ing prompt one-day service on re- 
orders. 


W. Apter to Manage Bootery 


IRVINGTON, N. J.—William Apter has 
been appointed manager of The Boot- 
ery, which opened early in June in 
the new Castle Building at 1000 
Springfield Avenue. The store was 
originally to carry only women’s and 
children’s shoes, but it was announced 
June 15 the store will be enlarged 
by the establishment in the basement 
of a men’s and boys’ department. 
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H. N. Goodspeed Heads 
A. C. Lawrence Leather Co. 


Boston, MAss.—The National Leath- 
er Company and its subsidiary, the 
A. C. Lawrence Leather Company, have 
announced the following changes: 

A. F. Hunt has resigned as president 
to become a vice-president of Swift & 
Company, but remains a director of 
both leather companies. H. N. Good- 
speed has been elected president of 
both the National Leather Company 
and the A. C. Lawrence Leather Com- 
pany. A. J. Green, S. N. Nectow and 
R. L. Winans, vice-presidents of A. C. 
Lawrence Leather Company, have also 
been elected vice-presidents of the Na- 
tional Leather Company. A. V. Rice 
has been elected 2 vice-pre-ident of the 
A. C. Lawrence Leather Company. 
Stephen Palmer becomes manager of 
the Sheep and Shearling Departments. 

Mr. Hunt leaves his present position 
to assume an important one with Swift 
& Company as vice-president in charge 
of production and construction. He 
was employed by the above company 
from 1902 to January 1, 1930, at which 
time he became a vice-president and 
director of National Leather Company 
and A. C. Lawrence Leather Company. 
Upon the death of W. R. Fisher, in 
1933, he was elected president of these 
companies. 

Mr. Goodspeed, who is forty-five 
years old, graduated from Harvard Col- 


lege in 1914. He began with the A. C. 
Lawrence Leather Company in 1913, 
working up through the various de- 
partments, and more recently was first 
vice-president of the company and man- 
ager of the Sheepskin and Shearling 
departments. 


Shoemen's Educational Guild 


Convenes for Summer 


NEw YorK—The last of a series of 
twenty lectures, sponsored by the Shoe- 
men’s Educational Guild, was delivered 
Tuesday evening, June 9. 

These lectures, on the anatomy of the 
foot, were given by Dr. Arthur J. 
Weissblatt, the Guild’s Educational Ad- 
viser, and were held weekly. 

The Guild has adjourned for the 
Summer months but will reconvene in 
the Fall. It is expected that lectures 
will be resumed the first Tuesday in 
October. 


Denies Plan to Start 


Tannery in Jacksonville 


M. M. Monroe, of Waycross, Ga., has 
written Boot AND SHOE RECORDER to 
the effect that a news item published in 
the June 6 issue was in error in stat- 
ing that Mr. Monroe was planning to 
erect a hide preparing plant in Jack- 
sonville, Fla. Mr. Monroe states that 
although he purchased a piece of prop- 
erty in Jacksonville, he has no idea of 
starting a tannery there. 



















Obituaries 


Max Sommer 


SAN FRANCISCO, CALIF.—Max Som- 
mer, 70, founder of the retail shoe 
firm of Sommer & Kaufmann, died 
June 13 at the Dante Sanitarium, after 
an illness of several months. A son, 
Herbert L. Sommer, a daughter, Mrs. 
Florence Kaufmann, and a _ sister, 
Mrs. M. J. Kaufmann, survive. 
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BUY A NATIONALLY KNOWN 
BRAND 


We carry everything in dancing shoes, 
also a complete line of bowling and 
baseball shoes. 


Write for price list 


ROVICK THEATRICAL SHOE CO. 
Manufacturers 
325 W. Madison St. 








Chicago, tl. 
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John E. Maher 


WORCESTER, MASS.—John E. Maher, 
83, for more than 40 years associated 
with the Mark Cosgrove Shoe Stores, 
died June 11, at his home here. He 
had retired from the shoe business in 
1925. 

He leaves two daughters and a sister. 





K. A. Patterson 


FLORENCE, ALA.— Funeral services 
for Kot A. Patterson, 60, pioneer resi- 
dent and traveling salesman, were held 
at Como, Miss., where burial took place. 
He died of a heart attack at Athens 
while calling on the Hightower Shoe 
Store. 
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MAX SOMMER 


Adherence to high business ideals 
caused the little family shoe store of 
Sommer & Kaufmann to grow into one 
of the largest and best known retail 
shoe establishments in the country. 
Max Sommer was a kindly man, a just 
man, one whose office was always open 
to everyone as a court of the last ap- 
peal. He was eminently fair to every- 
one who came in contact with him or 
his business. 

A personal interest was always taken 
by him in the happiness and well-being 
of every member of his organization. 
This interest, coupled with the ability 
to transmit his high business prin- 
ciples to everyone on the store’s staff, 
made the name of Max Sommer a 
highly respected one. That is the 
wonderful heritage he leaves behind 
him. 

Both the national and California 
state retail shoe associations lose one 
of their founders in the passing on of 
Max Sommer. He was universally re- 
garded as the dean of the Pacific Coast 
shoe retailers, and was always willing 
to share his knowledge of the shoe 
business freely with others possibly 
less fortunately situated. 

Always civic minded, he devoted a 
considerable part of his time to the 
furtherance of the community good 
through Rotary, Better Business Bu- 
reau, Chamber of Commerce and on 
special appointed committees by the 
governor and mayor. He was also in- 
terested in several clubs, the Masonic 
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organization and was_ vice-president 
of the Temple Emanuel. 

Boys together in the same small 
southern German town, partners in the 
retail shoe business for 42 years here 
in San Francisco, Adolph Kaufmann 
paid this tribute to his lifelong friend, 
Max Sommer: “Those of us who knew 
him most intimately, know he lived 
his life so that it may be truly said of 
him. ‘He lived with charity to all and 
malice to none.’” 

Maurice J. Kaufmann, another part- 
ner, was a clerk at Rosenthal’s, then 
the largest shoe store on the Coast. 
Together the partners bought out the 
Descalso shoe store on Kearney Street. 
From then on, Sommer & Kaufmann 
grew with San Francisco, sharing alike 
its losses and successes. When the dis- 
aster of 1906 wiped out both of the 
firm’s stores, two new shops were im- 
mediately opened. In 1929, when a 
fire demolished the Market Street store, 
it was rebuilt and became one of the 
largest shoe stores in America. 


Harry C. McLaughlin Dies 


CINCINNATI—The Ohio Shoe Retail- 
ers Convention was shocked to learn on 
Tuesday of the death of its former 
president, Harry C. McLaughlin, at 
Passe a Grille, Fla. 



























HARRY C. McLAUGHLIN 


Mr. McLaughlin, 62, retired execu- 
tive of Potter Shoe Co., Cincinnati, 
suffered a second apoplexy attack and 
died suddenly early Tuesday morning. 
On May 18 he married Alice Engle- 
hardt, prominent Cincinnati club wo- 
man and associate for a quarter cen- 
tury at Potter’s. 

Mr. McLaughlin had been president 
of Potter Shoe Co. and prominent in 
the National Shoe Retailers Associ- 
ation, also founder of the National 
Shoe Styles Conference. He had been 
in active shoe life so long that his 
death will grieve an entire industry. 
He had many warm friends and ex- 
tensive personal contacts among re- 
tailers and manufacturers alike. 

Mrs. McLaughlin brought the body 
to Cincinnati Wednesday. She and his 
sister, Mrs. Leo A. Clasgens, survive. 
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ELAM'S 


PRE-WELTS 
FOR CHILDREN 


An outstanding line in every re- 
spect—Elam's pre-welts offer excep- 
tional profit opportunities to every 
retailer. 
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Golf Tournament Prizes 
Won at Boston Show 


Boston, Mass. — Ideal weather 
greeted the 192 golfers who partici- 
pated in the tournament at Wollaston 
on June 8, the first day of the big 
Boston Shoe Show. Play began early 
in the morning and continued until 
late in the afternoon, interrupted by 
lunch which was served at the club- 
house to the guests. Handsome prizes 
were awarded those whose _ scores 
brought them into the winning groups. 

First gross in the entire field was 
won by William Howard; second gross 
by Fred Uhlein; and first net by T. D. 
Welch. 

In the retail division prizes were 
awarded to Dana Goodwin, J. J. Daly, 
L. H. Chapman, S. Simonitz, J. E. Kel- 
ley, S. Kohn, N. McDonald, H. E. Kim- 
ball, J. Cohen, W. Iklin, W. E. Ward, 
Harry Silver, H. L. Thompson, P. 
Morse, P. R. O’Brien, George Mc- 
Dougal, B. Kay, T. E. Brown, A. L. 
Stone, C. W. Tufts, C. E. Knapp, K. F. 
Leopold, R. C. Booze, Lee Baker, J. C. 
Moench, R. Finke, F. W. Brandt, A. L. 
Barlow, F. B. Smith and J. A. 
Reynolds. 

Shoe Manufacturers’ Division—Ben 
Stone, Louis Wright, C. L. Wilcoxe, 
R. B. Freeman, J. L. Todd, B. H. Cort, 
J. H. Bryant, William Waterhouse, 
B. D. Munro, William H. Larkin, H. E. 
Snayberger, R. Nelson, N. H. Baker, 
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Enjoys Western Travels 


Louis Hartman, prominent shoe manufac- 
turer of Haverh‘ll, Mass., made an extensive 
trip through the Far West last month, accom- 
panied by his son, Buddy, visiting Yellowstone 
National Park and other points of interest. Mr. 
Hartman has traveled widely, both in this 
country and abroad, and came home enthusi- 
astic over the marvels of nature and the engi- 
neering ingenuity of man which he observed 
on his latest tour. He is shown in the photo- 
graph with his son and Mayor Roy Doherty of 
Repid City in the Black Hills. 





Halsey Elwell, John Lucey and “Ken” 
Bruce. 

Leather Division—Karl Mosser, J. W. 
Filoon, H. S. Howes, Ralph Parket, 
W. C. Connolly, F. C. Donovan, M. 
Stern, James Gormley, H. Sommers, 
George Maren, Henry Keating, D. T. 
McVey, G. H. Nelson, “Rod” Tolman, 
James Donovan and D. Eisendrath. 

Allied Trades Division—J. Dukelow, 
G. S. Pitcher, G. M. Mitchell, C. R. 
Todd, L. F. Dutton, J. J. Dooley, F. B. 
Newton and H. W. Pierce. 

Guest Division—“Joe” Lynch and Dr. 
Keohoe. 


Store Front Wins Award 


BUFFALO, N. Y.—The Van Deventer 
Shoe Company was awarded a bronze 
plaque by the Main Street Association 
for the best store front installation last 
year. This annual award, made by a 
special committee of architects and re- 
tailers, was made to J. Fred Van De- 
venter, president of the company, at the 
annual meeting of the association held 
in the Buffalo Club. J. N. Adam & 
Company was awarded a similar plaque 
for the best major improvement made 
by a downtown store during the year. 
J. N. Adam & Company spent upwards 
of $500,000 for a new building and 
modernization program last Fall. Wal- 
ter J. Brunmark, president of the 
store, received the award. Included on 
the award committee was Weldon D. 
Smith, treasurer of Adam, Meldrum & 
Anderson Co. 

















Woutont Neep 
CALLUS 


N°? SIR, Mr. Shoe Dealer, 
wooden feet wouldn't need 
Johnson Callus Cushions . . . but 
unfortunately your customers’ feet 
are not made of wood. They're made 
of bones and soft, yielding human 
flesh with curves and hollows . . . 
but why be elementary? The point 


is clear. 


The flat soles of shoes simply will 
not fit the undulating soles of feet. 
And since no two feet are alike the 
problem cannot be solved by built-in 
metatarsal arch supports. 


Johnson Callus Cushions are ad- 
justable metatarsal pads that can be 
placed in the shoe by the clerk or by 
the customer. They can be readjusted 
by the purchaser at any time to meet 
individual foot comfort requirements. 


Callus Cushions _ sell 
wherever they are stocked and are 
priced to you so that you can make a 
worthwhile profit. Write today for 
details, without obligation. 


rapidly 


d 


PRODUCTS 


1145 E. 22ND ST., INDIANAPOLIS, IND. 
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Children's Footwear 


BO A 6 ee Te 





MRS. DAY’S IDEAL BABY SHOES 

: Infants’ Soft Soles.. 0-3 
intermediates 

Flexible Hard Soles. 2- 4 


Send for In-Stock 
Catalog 


MRS. DAY'S IDEAL BABY 


Locust St. Danvers, Mass. 








IN-STOCK 
Branded or Unbranded 


NAHM-0-PEDIC 


Style 317—8/2—I12 
.C.D. Tan Elk—$1.75 


Style 417—12 
C.D. Tan Elk—$2.00 
Style 357—8/.—12 
B,C. 0. White Elk 
Style 457— 12/28 
¢ Elk 
a? 


A new NAHM-O-PEDIC shoe. Built over new 
lasts and patterns scientifically correct along most 
modern lines. 
NAHM BROS. SHOE MFG. CO 
Swanson & Ritner Sts., Philadelphia 











I Re le Re le eel 


X-Ray Shoe Fitter 


A 8 hE  eP 


PROVE ea: rom 


SHOES ARE BUILT RIGHT AND 


HAVE PERFECT r iT’ ' 


This X-Ray Shoe Fitter 
is a capital asset in cul- 
tivating the confidence of 
your customers, proving 
your correct fitting, and 
in correcting the crimes 
to foot health thru mis- 








Shock and Ray proof. 
Sold on easy terms. 


Adrian X-Ray Shoe Fitter, Inc., Milwaukee, Wis. 





Lester's Opens New Branch 


BLack River FALLS, Wis.—Lester’s 
new ladies’ ready-to-wear and women’s 
shoe store has been opened in the Roise- 
land Building here by Lester Gordon, 
who conducts a similar shop in Tomah, 
Wis. Harmon Galston is manager of 
the local store with Miss Esther Peter- 
son as his assistant. 
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Atlantic City Exhibit Features Shoes 


White washable kid was the theme of this window attraction at the Du Pont Exhibit in Atlantic 
City. Shoes made of Levor white kid by leading manufacturers, were perched on gayly 
painted ladder steps and emphasized the dramatic contrast of white with color. 





Cosgrove Store Celebrates 
65th Anniversary 


MARLgBorO, Mass.—The D. W. Cos- 
grove & Company store, known as 
Cosgrove’s Shoe Store, is celebrating 
its 65th anniversary this month. On 
display in the window are shoes dating 
back to the opening of the store in 
1871. The ladies’ shoes were all high 
laced and buttoned, with nothing in a 
low cut nature except slippers. Men’s 
shoes were all of the boot, work boot 
and dress style. 

Daniel W. Cosgrove, the founder of 
the store, came to this city from the 
family homestead in Mendon in 1870. 
Cosgrove’s Shoe Emporium opened on 
June 6, 1871. It was not only the first 
real shoe store started in Marlboro but 
also the first shop opened in the Fair- 
mount block. 

In 1896 Mr. Cosgrove’s_ brother, 
Joseph F. Cosgrove, the present pro- 
prietor, became a member of the firm, 
which is now known es D. W. Cosgrove 
& Company. 

Joseph F. Cosgrove, one of the city’s 
leading citizens, is also the oldest busi- 
ness man on Main Street. He is 78 
vears old and enjoys excellent health, 
tending to his business every day. He 
is a member of the Board of Directors 
of the First National Bank. trustee of 
the Marlboro Savings Bank and has 
been a member of the executive board 
of the Marlboro hospital since its in- 
corporation. 


Miles Shoe Employees 
Hold Outing 


BrRooKLYN, N. Y.—Employees of 84 
Miles shoe stores chartered the steemer 
“Rensselaer,” on June 7, and sailed to 
Bear Mountain, N. Y., where there was 
a pienic and field day. 


A baseball game, track and field con- 
tests and swimming dominated the 
games. 

On the boat there was an amateur 
hour, in which some of the Miles em- 
ployees surprised fellow-workers, ren- 
dering songs and doing dances in the 
manner of professionals. 

The affair was conceded to be one of 
the most pleasant of the recent func- 
tions sponsored by the Miles organi- 
zation. 

Joseph Marren and Max Meltzer 
were in charge of the committee that. 
supervised details for the boat ride. 


Delman Shoes for Bergdorf- 
Goodman and Blum's Vogue 


NEw YorkK—The opening of a Del- 
man shoe department in the women’s 
apparel store of Bergdorf - Goodman, 
early in September, was announced re- 
cently by Edwin Goodman, president of 
this exclusive Fifth Avenue _ shop. 
Bench-made shoes will be sold on the 
street floor, and custom-made shoes will 
be featured on the mezzanine. Prices 
will range from $12.50 to $37.50. The 
department will be under the manage- 
ment of Harold Williams. 

Before sailing for England, May 26, 
on the Normandie, for the opening of 
Delman House in Old Bond Street, 
London, Herman B. Delman, president 
of Delman, Inc., announced that start- 
ing about Aug. 15, Delman shoes will 
be carried exclusively in Chicago by 
Blum’s Vogue. There will be a Delman 
department in both their North Michi- 
gan and South Michigan Avenue shops. 
Murray Rothman, who has been with 
Saks Fifth Avenue in New York for 
the past five years, has resigned as as- 
sistant manager of women’s shoes, and 
on June 15 will join Blum’s Vogue as: 
buyer for the shoe department. 
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How can you be 
sure you are buy- 


ing Economical 











Seating? 


OU buy economical seating when A good looking chair priced 
you buy “American” Interlocking surprisingly low. 
Seating. Cost is no more in the beginning and less in the end. 
More chairs can be set up per square féot. That means lower 
chair cost per square foot of floor space. Better service for more 
customers. They are roomier, more comfortable, more inviting. 
Attractive coverings add a touch of color that buyers like. Before 
you buy, let our designers and draftsmen suggest an efficient 

seating arrangement. Simply forward rough floor plan. 


“AMERICAN” INTERLOCKING CHAIRS 
FREE 


Model No. 7480 


. a Sailing 


The manufacturer who avails him- 
self of factoring, heads his craft to 
sea—sure of his course—and con- 
fident of a safe arrival. 





Factoring, by cashing a manufac- 





turer's accounts receivable, supplies 


Send for your copy of 
“New Styles in Shop Seating” 


A is 5 book of helpful suggesti 

Proved facts on the advantages of Interlocking 
type seating. Have it ready for reference when 
you are ready to buy. Copy mailed free. 


him with the working capital neces- 
sary to chart the course of business 





—iowards greater turnover and in- 


Address Dept. BS6 


: ° ° ’ 

Am erican Seating Company 
Makers of Seating for Shoe Stores, Schools, 

nC Churches and Public Auditoriums 


4 


CR General Offices: GRAND RAPIDS, MICHIGAN 


Sy Branches in All Principal Ciues 








creased profits. 


COMMERCIAL FACTORS CORPORATION 


TWO PARE AVENUE, NEW YORE 














California Hails Return of Quality 


[CONTINUED FROM PAGE 38] 


net profits. Volume means nothing, it 
is profits that keeps the business going. 
The biggest boom in history will take 
place in 1937, regardless of who is 
elected, Mr. Eberhard predicted. 

Closer relationship between the 
N. S. R. A., the local associations and 
the membership-at-large was the topic 
which Lee Langston ably presented to 
his large audience. How the N. S. R. A. 
directorate is now composed of lead- 
ing successful retail shoe men and 
how that representation in itself is a 
sufficient reason for every shoe retailer 
to join with the national body were 
graphically explained. 

A most dramatic story of color and 
fashion, which held the undivided at- 
tention of the hundreds present, was 
delivered by Miss Ruth H. Kerr, style 
analyst, Calf Tanners Association, New 
York. Actual objects visualized the 
color origin of prevailing Fall leather 
shades when real chestnuts, sticks of 
cinnamon wood, an old copper bowl, 
an eggplant, a bottle of California 
claret and a platter of cooked spinach 
was presented to the audience in turn 
by Miss Kerr. 

Previous to her introduction of her 
practical color demonstration, Miss 
Kerr related the intense study which 


is being made in order to present trust- 
worthy fashion information to the shoe 
trade. “We can no longer think of 
national fashion values as a body, for 
the very thing which sells something 
in one section or store will retard it 
in another. There is a very definite 
demarkation between the shoes which 
are sold in the three types of retail 
shoe stores,” she warned her hearers. 

With a great wave of black selling, 
retailers must sell new black shoes and 
not new Fall shoes, and then dramatize 
the newness of these styles. There will 
be at least four seasons with two mid- 
seasons, each with new promotions. 
Miss Kerr advised all retailers, even 
the smaller family shoe stores, to make 
their merchandising plans accordingly. 


Expect Big Fall Business 


As a whole, the California shoe re- 
tailers are looking for a wonderful 
shoe business for Fall. Merchants 
agree the big news in men’s shoes is 
the return of the blucher and the in- 
terest shown in the ski types. A de- 
cided swing toward wider toes, even 
the full brogue, is in evidence, with 
plenty of wing tips. Orders on rough 
leathers for Fall were quite prominent, 


with crepe soles leading in the south 
and full double leather soles in the 
northern part of the state. 

In the women’s lines, they bought 
black suede and then more black suede, 
next came the browns, followed by the 
blues and the smoke grays. High colors 
were bought mostly as window shoes, 
except by the high-grade large city 
specialty stores. High heels are de- 
veloping great strength in the more 
comfortable lasts. What buying there 
was on the plateau last was confined 
to the lower heel types. 

Great credit for the successful plan- 
ning and execution of the convention 
goes to General Convention Chairman 
Melville Kaufmann, who was ably 
assisted by the following committee- 
men: W. J. Ahearn, Russell Werner, 
Frank More, H. I. Weymouth, Camille 
Baer, Ernie Williamson, John Mc- 
Donald, Ralph Jordan, W. R. Ahearn, 
and Carol S. Wills. 

The following directors were elected 
for a three-year term: Paul Jesberg, 
Los Angeles; Melville Kaufmann, San 
Francisco; James Spain, San Bernar- 
dino; W. B. Dace, Los Angeles; Harry 
Locey, Visalia; Charles Kushins, Oak- 
land. The entire board of directors 
met and elected Charles Kushins of 
Oakland, president; Michel Levy, Santa 
Barbara, first vice-president; Russell 
Werner, San Francisco, second vice- 
president and Carol Wills, Oakland, 
treasurer. 
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Women's Shoes 
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LUMBARD *y.505 


Modern Turn Shoes That Fit 
Gree WILL NOT GAP 
Ruby Kid New “SHORT BACK” Last 


In Stock 30STYLES Send 
AtoEE IN STOCK b= ay! 













LUMBARD SHOE CO 





KUSH-IN-EZE 


HAND _ TURNED 
FOOTWEAR 





IN 
STOCK 









No. 561 
Black kid blucher 
eo; 56 last; 
kid lined; 
corded ; 14/8 

. ; rubber 
top lift; 
AtoE. 
$2.40 


VAUGHAN TOWLE CO. 


A division of L. B. Evans’ Son Co. 
WAKEFIELD MASS. 
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Shoe Cleaner 


lh ie ee ee 





EVERYBODY'S TALKING ABOUT 
SHU-PRIM SPECIALS 


NAPSKIN for Genuine Bucks are different 
—keep shoes the Natural Color and Soft 
through life of shoe—ROUGHIES for all 
Bucko, Nubuck, Splits in White and All 
Fall Colors— 


A SPECIAL SHU-PRIM 

cleaner for every type 

of leather and fabric— 

Put up in Bottles, Tubes 
and Jars. 

To Retail 25 cents 
Order trial 3 doz. asst. 
$1.50 doz. 

SIGNAL 
CHEMICAL CO. 
791 Tremont St., Boston 




















Schiff Sales Ahead for Year 


CoLuMBus, OHI0O—The Schiff Co., na- 
tional chain shoe store operators with 
headquarters in Columbus, announces 
net sales of $1,554,911.00 for the month 
of May, 1936, as compared with $1,306,- 
138.65 in May, 1935, representing a 
gain of 19.04 per cent. 

For the first five months of 1936 the 
company’s net sales amount to $4,825,- 
449.93, a gain of 9.56 per cent over 
sales for the corresponding period in 
1935 when $4,404,326.62 was the figure 
reported. 
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Young Women Shine Shoes 
at Boston Exhibit 


Boston, MAss.—Troy B. Young, as- 
sistant general sales manager of the 
shoe polish division of the Gold Dust 
Corporation of New York, reports a 
large attendance at the unique Shinola 
exhibit during the Boston Shoe Fair. 





TROY B. YOUNG 


The actual demonstration of Shinola 
White Cleaner attracted many shoe 
men to the booth and every man wear- 
ing white shoes had them cleaned by 
attractive young ladies with Shinola 
free of charge. 

Mr. Young is very well satisfied with 
the reception accorded Shinola during 
the showing and also the demand for 
the product by shoe retailers. 





Beckman Opens Modern Shop 


Fort ATKINSON, Wis. — Irwin A. 
8Beckman, former operator of a shoe 
store in Baraboo, Wis., has opened 
the Fort Shoe Store on the corner of 
S. Main Street and Milwaukee Ave- 
nue, W., here. Fitted with a modern 
front, all store fixtures were custom 
built. The interior color scheme is 
oyster white and tan. 





Callahan Named Director 
of Shoe School 


LYNN, Mass.—Stephen R. Callahan 
has been chosen director of the Lynn 
Shoe School to succeed Michael J. 
Tracey, resigned. 

Mr. Callahan learned shoemaking 
with A. E. Little & Co., took a four 
years’ course in business administra- 
tion at Boston University and served 
in the Navy during the World War. 
Next he joined the Trio Shoe Co., and 
later Callahan, Morton Co. Lately he 
carried on business as the Andre Shoe 
Co., Lynn. 


Fine Outlook for Late Summer 


BurFralo, N. Y.—While the shoe busi- 
ness generally in this area is ahead of 
last year, after a slow start at the first 
of the year, the outlook for the late 
Summer appears exceptionelly good be- 
cause of the great increase in employ- 
ment in the industrial plants and the 
money that will become available 
through the soldiers’ bonus. While the 
shoe business is expected to share in 
the spending of this money, the belief 
seems prevalent that the greatest sin- 
gle expenditures by the veterans will 
be for new automobiles. 

While the need has not yet become 
apparent, there are some shoe retailers 
who believe that, if business generally 
was to go suddenly back to the 1922-28 
levels that some difficulty would be ex- 
perienced in engaging competent sales 
people to handle the volume. Approxi- 
mately one-third of the retail shoe 
stores went out of business and its em- 
ployees into other lines, according to 
an estimate by one retailer, while some 
proprietors who stuck it out were 
forced to double up on their work. 





Morris Rosen in Auto Crash 


St. Louis—Morris Rosen, who rep- 
resents United Shoe Manufacturing 
Company of St. Louis in southern ter- 
ritory, received a broken ankle in an 
automobile collision while driving into 
Memphis on Friday evening, June 12. 
He is in the Baptist Memorial Hospital 
in Memphis and will probably be con- 
fined there for at least two weeks. It 
is possible that he may be able to 
travel, with the aid of his son, after 
that time, but he will be obliged to keep 
his right foot in a cast for at least six 
weeks or longer. 

Mr. Rosen’s home address is 1259 
Overton Park Avenue, Memphis, Tenn. 





Sampson Now With Sherwood 


ROcHESTER, N. Y.—Walter H. Samp- 
son, for a number of years New York 
state salesman for The Menihan Com- 
pany, Rochester, has accepted a posi- 
tion with the Sherwood Shoe Co. of 
this city to travel in the Empire State. 
Frank W. Rice, who has been making 
New York and Pennsylvania for Sher- 
wood, is now selling their shoes in 
Chio and Pennsylvania. “Young Jerry” 
Menihan will sell the Menihan line in 
New York. 


Hugh Doyle With Farmington 


Dover, N. H.—Hugh Doyle, formerly 
with the Doyle Shoe Company of Brock- 
ton, Mass., is now connected with the 
Farmington Shoe Manufacturing Com- 
pany of this city. The Farmington 
company makes the Farmington and 
Crossett lines for men, and Mr. Doyle 
will be identified with the styling and 
selling of the latter line. 
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Booking Offices in 





In} PHILADELPHIA 
~\ 


— three generations distin- 
guished visitors to Philadelphia have preferred 
the comforts of this hotel... its noted cuisine... 
and the spirit of its service. Rates begin at $3.50. 


Air-Conditioned Restaurant 


BELLEVUE STRATFORD ; 


One of the few Famous Hotels in America 
CLAUDE H. BENNETT, General Manager 


New York: 11 W. 42nd St., Longacre 5-4500 
Pittsburgh: Standard Life Building, Court 1488 
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MEI ARE. AEE, TM ATED. 


SELL A FEATURE CUSHION SHOE 
that Builds and Holds Business 

















SCIENTIFIC SEWED 
HEEL SEAT 




















VENTILATED 
AR GIVE 


ANT AR 
CIRCULATION 


NEW SPRING 
AND ELASTICITY 
TO EVERY STEP 


100% NAIL.LESS HEEL 
SEAT, NO NARS TO 
PUNCTURE FOOT 























PROFITS for you. 


tive. 


Kohn 




















The RIGHT FEATURE cushion shoe which has undergone the 
acid test of several years manufacture will produce REPEAT 


Nu-Matics with their patented, scientific, 


“cushion” and “nail-less” features are virtually non-competi- 
Send for our Catalog of Men’s and Women’s Shoes. 
Beware of Imitations. 


ROHN SHOE MFG. CO. 
512 W. Florida St., Milwaukee, Wis. 


Un Matic 


CUSHIONED SHOES 


Exclusively Manufactured by Rohn Nu-Matic Shoe Mfg. Co., 512 W. Florida St., Milwaukee, Wis. 





Sandals First in White 
Shoe Volume 


CHIcAGoO, ILL.—AIl buyers agree that 
two words describe best sellers in Chi- 
cago this week, white sandals. Other 
models close in the running at Saks 
Fifth Avenue are the attractive water 
snake pumps and oxfords, for dress or 
sportswear, being featured for the first 
time in six years. 

Benjamin D. Croutch, manager, re- 
ported a heavy sale of women’s shoes, 
pumps and oxfords, with white horned 
leather trimming. He was enthusiastic 
about an exclusive feature to be shown 
at Saks’ this Fall in the $18.50 custom- 
made Padova shoe. It will be straight 
back, rather than curved, for comfort 
and trim appearance, and will be 
shown in opera pumps and a few other 
models at first. 

The innovation in shoe construction 
was originated by Perugia of Paris, 
adopted and developed by Saks design- 
er, Manuel Gerton. Mr. Croutch has 
been made Mr. Gerton’s assistant and 
will leave Chicago Aug. 1, to make his 
headquarters in New York. 

Suedes will be most popular this Fall, 
in the opinion of W. B. Palacio, man- 
ager of Florsheim’s shoe salon for 
women. He sees green as the popular 
shade, and suede shoes in combinations 
with kid and patent. J. Hines, formerly 
of Nisley’s at St. Louis, is now in 
charge of window designing at Flor- 
sheim’s six Chicago stores. 


Despite a week of cool weather, R. W. 
Petrole, shoe buyer of The Fair Store, 
reports the demand for whites has con- 
tinued to the complete exclusion of 
browns and blacks, necessitating con- 
stant replenishing of stocks. 

Men’s sport shoes featured at Mau- 
rice L. Rothschild show suede and doe- 
skin as leading materials, with plain- 
toe models ahead of those heavily 
stitched or perforated. Solid whites 
are shown two to one over combina- 
tions. 

The Hub’s display this week is built 
around a men’s suede sport oxford 
with heavy crepe sole and plain toe. 
Models in gray and buff are also shown. 
Combinations of white and brown kid 
are also being shown for both sport 
and dress wear for men. 


Ties Attract Shoe Customers 


SALT LAKE City, UTAH—Men are at- 
tracted into the Firmage Shoe Com- 
pany, suburban Salt Lake City shoe 
store, by means of a top-counter dis- 
play of ties, all solid patterns and in 
bright colors. The angle of the dis- 
play makes it noticeable as a person 
passes the store. Once inside, sales- 
persons see that the man is informed 
of the complete line of men’s shoes car- 
ried. A display of five of the most 
popular men’s shoes is used directly to 
the side of the tie display, the latter 
being used to increase male store traf- 
fic. 


York Retailers Plan 


Annual Picnic 


YorkK, Pa.— Plans for the annual 
picnic of the York Shoe Retailers asso- 
ciation, at which the employees of the 
local stores will be the guests of the 
members of the association, and the 
July meeting which will be in the form 
of a closed outing at the Summer home 
of Edward Reineberg at one of the 
city’s Summer colonies were made at 
the June meeting of the organization 
when the association was the guest of 
Samuel Bruggeman, and Michael 
Britcher, president and treasurer, re- 
spectively. 

The committee in charge of the pic- 
nic, headed by Mose Leibowitz, former 
president of the association, is already 
working on the program for the out- 
ing which will be held in the middle of 
July with all the stores closing for a 
half day. 

At the meeting, Edward Reineberg, 
Jr., who is pursuing a course of study 
in foot chiropody, at Temple Uni- 
versity, spoke on the anatomy of the 
foot and showed charts of various types 
of feet, explaining extreme foot ail- 
ments. He conducted a foot clinic and 
presided over an open forum which fol- 
lowed his address. 

Short talks on shoe styles were heard 
during the meeting from members of 
the association, and Charles Martin 
and George Smith entertained with 
several numbers on the violin. Jacob 
Reineberg led the group singing. 
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STEWART & POTTER COMPANY, BROOKLYN, NEW YORK 


STYLE — SERVICE — FIT 





are indispensable factors in Last Making. For 
over fifty years, Stewart and Potter Company 
have maintained an acknowledged leader- 


ship in this art. 


Leading Shoe Manufacturers and Retailers 
know that shoes made over these lasts are 


foot fitters and always properly styled. 


THE LAST WORD 


UNITED 


L—U NITED LAST COMPANY— 
———"140 FEDERAL STREET, BOSTON, MASS. 


When writing advertisers please mention Boot and Shoe Recorder 
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SERVICE 


REGIONAL 
IN 


The individual and collective experience and 
facilities of these manufacturing units 


are constantly available to the Shoe Industry 


FITZ BROS. CO. EMPIRE LAST WORKS 
AUBURN, MAINE Z ROCHESTER, N.Y 


T. W. GARDINER CO. . GE KRENTLER BROS. CO. 
LYNN, MASS. AN Vy ST. LOUIS, MO. 


UNITED LAST CO. AY” KRENTLER BROS. CO. 
BROCKTON, MASS. MILWAUKEE, WIS. 


stewart a potrenco, THE LAST WORD ynitep ast co., trp. 


BROOKLYN, N. Y. U N | T F D MONTREAL, P. Q. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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SALESMEN WANTED 














Make Good Money Selling Our 
Slippers in 
New York State, Pennsylvania, Ohio, Illinois, 
Wisconsin, lowa, Missouri and Arkansas. 
Straight Commission 


THE GEO. N. COHEN CO. 
Slippers always at less 


81 Reade St. New York City 








Experienced shoe salesmen with established 
following to represent Boston wholesaler. 
Long line Men’s, Boys’ Dress and Work 
popular priced shoes. Territory available: 
Maine, New Hampshire, Vermont, New York, 
Alabama, Tennessee, Kentucky, Oklahoma, 
So. Illinois, Indiana, Nebraska, Wisconsin, 
Minnesota, Michigan, Iowa. 
Address E-811, c/o 
BOOT and SHOE RECORDER, 

140 Federal St., Boston, Mass. 





S from which to establish a good ving in- 
come, write J. S., 86 Ellicott St., Buffalo, N. Y. 


W ANTED—Salesman with experience to sell 
women’s novelty shoes, that retail from $2 to 
$4, in Northern New York from Buffalo to Al- 
bany. Kindly give experience and references. 
Address E-809, care Boot & Shoe ee, 239 
West 39th Street, New York, N. 


SALESMAN to carry a hot styled line of 
ladies’ sport oxfords that can be retailed 
for $1.99. Forty-five different styles. Only 
salesman with following given consideration. 
Commission basis only. All territories open. 
Address E-818, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 


ALESMEN, for low priced line of shoes, in 

regular and jobs sideline, commission basis. 
REGENT SHOE CORP., 76 Reade St., New 
York City. 











a 
HOE Salesman desiring a pocket side line 








IDEAL SHOE PLANT 
For Sale 
Worcester, Mass. 

loors and basement 


3 fi 
30,000 sq. ft. Heavy Construction 
Plenty skilled help. 
Address E-804, care BOOT & SHOE RECORDER 
140 Federal St., Boston, Mass. 











FoR SALE CHEAP—24 Sections Steel Shoe 
Shelving. Apply Smith Bros. Boot Shop, 
Inc., 11 N. Third Street, Harrisburg, Pa. 





OMPLETE shoe store equipment, sectional 
shelving, seating, . 4 a= window and 
lighting fixtures, etc. Shoe, 55 Warren 
Street, New York City. Tel, Cortland 7-3474. 











SALESMEN WANTED 


to sell popular in-stock line of women’s high 


style novelties. Strictly commission. Must 
have established trade. May carry non-con- 
flicting lines. Southern California, Arizona, 
Kentucky and Tennessee, Georgia and Flor- 
ida, Louisiana, Mississippi and Alabama. 
Send list of accounts sold and references. 


HANNAHSONS, Haverhill, Mass. 











ALESMEN WANTED. Men to carry an 

outstanding $3.00 retail women’s arch type 
line on commission basis. Kindly give past 
experience and _ references. Address E-796, 
care, Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





SALESMEN for full-time or side-line repre- 
sentation, commission basis, line of fine shoe 
dressings made by nationally known concern. 
Choice territories on Pacific Coast, Middle West 
and Metropolitan New York still open. 5134 
Lancaster Avenue, Philadelphia, Pa. 





W ANTED—Experienced commission salesmen 
to carry line of Women’s Arch Shoes re- 
tailing at $5.00. Forty patterns in stock with 
makeup _ proposition. References required. 
Territory available: Minnesota, Iowa, Kansas, 
Western Pennsylvania, West Virginia and Con- 
necticut. Address E-803, care Boot & Shoe 
. a 239 West 39th Street, New York, 





W ANTED—Salesman with experience to sell 
women’s novelty shoes that retail from two to 
four dollars in Baltimore, Washington, and 
State of Virginia. Kindly give experience and 
references. Address E-810, care Boot & Shoe 
ae, 239 West 39th Street, New York, 





SIDE LINE SALESMAN—FEstablished Spat 
Manufacturer has good territories open. 
Liberal Commissions to Salesman with follow- 
ing among Retail, Department Store and Whole- 
sale Buyers. References. Address E-805, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N.Y. 








LINE WANTED 


WANTED by a salesman not an order taker, 
outstanding line of women’s popular price 
novelties for New York and New Jersey ter- 
ritories. Now connected with prominent New 
England firm. Address E-812, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


ANTED: FOR ARIZONA, NEW 

MEXICO and WEST TEXAS, women’s 
novelties and sandals, retailing up to $4.00. 
Have established following. Can finance. Ad- 
dress E-817, care Boot & Shoe Recorder, 239 
West 39th Street. New York, N. Y. 


ANUFACTURER, use our advertising fa- 

cilities to contact customers. Equipment 
includes Addressograph, Multigraph, Mimeo- 
graph. Unusual proposition! Experienced 
Sales-Advertising Manager prepares bulletins, 
letters, assist sales management if desired. Ad- 
dress E-814, care Boot & Shoe _ 239 
West 39th Street, New York, N. 


ANTED—established line men’s, women’s 

or children’s shoes. Have wide acquain- 
tance in better stores coast to coast. Also 
volume buyers. Offer thorough, intelligent and 
effective service. Address E-819, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
ec oe Re A 


POSITION WANTED 


BY COMPETENT, young shoe man. Seven 
years’ experience. Good shoe fitter, stock 
merchandiser, and personnel man. Good knowl- 
edge of budget and stock control operation. 
Prefer Middle West. Address E-813, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y 


FOR RENT 


ADIES’ SHOE DEPARTMENT for rent— 
1000 to 1500 feet ground floor space in 17- 
year, well established ladies’ specialty shop now 
moving to very best location. Kessler’s, Bir- 
mingham, Ala. 



































STORE FIXTURES 


IRTY-SIX leather upholstered opera chairs, 

$3.50 each. Available July 1. Excellent con- 
ditee Cost $7.50 new. Write SHOLEM’S 
Champaign, III. 








BUSINESS OPPORTUNITY 


W ANTED—An expereinced shoe man to lease 
and operate a concession for a children’s 
department in a well-established women’s and 
men’s better grade shoe store. An unusually 
good opportunity for the right man. Address 
E-815, care Boot Shoe Recorder, 239 West 
39th Street, New York, N. Y. 








YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 








WANTED TO PURCHASE 











CASH FOR BRANDED SHOES 


Men’s, Women’s—Faetory or Retail 
Wanted: Red Cross Florsheim, Arch Preserver, 
Enna Jettick, etc., Nunn-Bush, Bos- 
tonian, Walk- ‘Over, etc. 
BARIS SHOE COMPANY, Inc. 
79 READE STREET, NEW YORK 
Telephones WORTH 2-5180, 5181 















mum charge 75 cents. 


address should be counted. 


Classified advertising is payable in 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
For all other classified advertisements the rate is 7 cents per word. 
In all other cases each word of the 


When a box number is desired twelve words should be added for the address. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 


iS Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Se§ 


Minimum charge, $1.25. 
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POSITION WANTED 


POSITION WANTED 


MERCHANTS’ NEEDS 








Because: 


from every angle. 
almost any machine in a shoe factory. 


heels and soles, etc. 


I am familiar with all the 


and Canada. 


39th Street, New York, N. Y. 





DO YOU WANT TO INCREASE SALES 
—TRAIN YOUR SALES FORCE?— 


I CAN DO IT FOR YOU! 


I have had 24 years of experience in the shoe business and know it thoroughly 
I am a shoemaker, know shoemaking technique, and can run 


I can sell shoes and anything pertaining to shoes. 
I know the materials used in shoes and can promote their sale—materials such 
as quarter linings, sock linings, heel pads, insoles, midsoles, heel bases, rubber 


I can show and train salesmen to sell these materials in the right way. 

I also have an intimate knowledge of Latex saturations and base materials as used 
in imitation leathers, insoles, counters, etc., and the coatings used on these materials. 
roblems confronting manufacturers of shoes and 
have an intimate working knowledge of every shoe factory in the United States 


AND—IF YOU ARE INTERESTED—I CAN SELL THESE FACTORIES 
YOUR PRODUCTS. Address E-816, care BOOT & SHOE RECORDER, 239 West 














WANTED TO PURCHASE 


MERCHANTS’ NEEDS 








Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 
106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








WE BUY 

Entire or Surplus Wholesale and Retail 
Stocks. Also randed Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn Bush, Etc. 

IRVIN RUBIN 

3 “The House of Jobs’ 

89 Reade St. Cor. Church 

Phone Barclay 7-7887 New York City 














Canadian Footwear Gains 


MONTREAL, CANADA—Canadian leath- 
er footwear production in April 
amounted to 2,065,587 pairs, a new 
high monthly record for the 10-year 
period for which records are available, 
the Dominion Bureau of Statistics re- 
ports. This was a 2 per cent increase 
over April, 1935, production. 

Imports of leather footwear in April 
totaled 57,211 pairs worth $81,000, and 
exports amounted to 6294 pairs valued 
at $21,210. 


Burrows & Sanborn Remodeled 


LYNN, Mass.—Burrows & Sanborn 
have remodeled their shoe department, 
putting in new shelves, rearranging the 
stock, providing new type chairs and 
new lighting. 

Shoes are boxed on shelves shoulder 
high. No climbing up the ladder to 
get down the box. Above the wall- 
shelves are display frames, with show 
shoes therein, and illuminated with con- 
cealed lamps. The customer in the 
chair views the shoes with ease. 





$4.00 


$2.25 
HALF GROSS 


Pouy Cup 
for Price Tickets 


Tilts at Any Angle 


M. D. Pollinger Co. 
HOLLAND BLDG. 
8T. LOUIS mo. 








Write for 
Samples 
and Prices 


v.00 
pres America’s leading 
¥ f manufacturers and 

creators of display 
products. Com. 
plete stocks on 
hand for immediate 
delivery. 


Chrometalfiex 
Ducometal flex 
Die-Cut 


apers 
Grass Mats 
Sand Cloth 


N.Y. - - - 
CHICAGO - 


- 107 W. 48TH ST. 
Boston St. Louis (DeSoto Hotel) 


6 E. LAKE ST. 


Cleveland Chieago 











B. W. Childs V.P. of 
Salesmanship Club 


HOLYOKE, Mass. — Benjamin W. 
Childs of the Childs Shoe Store has 
been elected vice-president of the How- 
ard Wisehaupt Salesmanship Club of 
Holyoke. 











\ BEAUTIFUL 
[EGS . . . 
SHAPELY 


FEED... 
» 


* fae: 


BUT YET A 
HARD-TO-FIT 
CUSTOMER! 


As long as shoes are leather 
and feet are flesh and bones 
there'll be shoes that won’t fit 
feet UNLESS you use the up- 
to-date way and re-shape 
shoes to conform to feet! You 
can easily and inexpensively 


SAVE THAT CUSTOMER 
with Modern 


SHOE RESHAPING DEVICES 


Write for literature explaining 
this method of saving lost sales 


Address E-808 Care 
BOOT and SHOE 


RECORDER 
239 West 39th Street, New York | 





























Again SEGALL & SONS Toke 
the Lead by Presenting Display 
Equipment in the Newest of 
Modern Designs ot Prices You 
Will Find Most Agreeoble. 
A special folder, has 
been prepared. Please ask 
us to mail you a copy 


SEGALL & SONS 


923 Arch St., Philadelphia 








J. L. Burns Opens 
Bridgeport Store 


BRIDGEPORT, CONN.—James L. Burns, 
who for the past four years has con- 
ducted the Burns Walk-Over Shoe Store 
on Main Street, and previously was 
shoe buyer for a local department store, 
has opened the Burns Shoe Shop at 33 
Cannon Street, near his former loca- 
tion. The new shop features ,Bucko 
sports oxfords for men and Sherwood- 
Wilbur Coon and Air-O-Pedic lines for 
women. The hidden stock plan is used 





in the new store. 
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Routine 


He rushed in, spent and breathless, 
from the hurry of the town, 

To tell a reigning big shot that his 
house was burning down. 

A secretary held him with her steely 
eye, to say: 

“Unless you’ve an appointment, he can’t 
see you today.” 

He hurried to the office of a highly 
favored gent, 

To tell him that his wife was in an 
auto accident. 

A secretary met him with the usual 
defense: 

“You might come back this afternoon. 
He is in conference.” 

He went to see the manager, and with 
the utmost haste, 

To say his daughter had eloped. There 
was no time to waste. 

A secretary met him with a majesty 
sublime: 

“His office hours are over now. Per- 
haps some other time.” 

He went to ask the president to see 
about some bail, 

Because his madcap son was cooling off 
his heels in jail. 

A secretary said: “He may see you; 
I’m in doubt. 

I’ll ask. Just what is it you would 
speak to him about?” 

Clarence Edwin Flynn. 


May Sales Ahead of 1935 


PROVIDENCE, R. I.—A sales increase 
of 20 per cent during the past month, 
as compared with May, 1935, is re- 
ported by George E. Peirce, Jr., of 
the shoe firm, Thos. F. Peirce & Son. 

For six days during the Memorial 
Day sales period, the entire sales vol- 
ume of the store went 30 per cent 
ahead of 1935 sales for the same pe- 
riod of days. 

Whites and brown and whites appear 
to be the best sellers, with every indi- 
cation of a very good year. Mr. Peirce 
expresses the belief that white clear- 
ance sales should not be started pre- 
maturely in order that full benefit of 
the white season may be obtained. 

Harold Ballou of the F. E. Ballou 
Co. reports business decidedly better 
than last year with a big white season 
under headway. 


State Senate Kills Machinery Tax 


Boston, Mass.—The Massachusetts 
Senate has passed a bill exempting 
machinery used in manufacturing from 
local taxation. The House passed the 
bill two weeks before. 

The machinery tax measure went 
through without a record vote and 
virtually without debate. 

The bill will take approximately $4,- 
000,000 from the state income tax for 
distribution to cities and towns in 
proportion to revenue lost from ex- 
empting machinery. 

Proponents of the measure have 
hailed it as vital to the development 
and retention of Massachusetts in- 
dustry. 
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BOOTS AND SHOES 


BROWN SHOE COMPANY, St. Louis. Mo...... 

CLAPP, EDWIN, & SONS, INC., E. Weymouth, See: 

COLT-CROMWELL CO., New York City. . een, 

CONNELL, J. M., SHOE CO., S. Braintree, Shoes. oo, 

CONSOLIDATED SLIPPER CORP., Bombay, N. Y.. 

ELAM, F. S., SHOE CO., Rochester, N. Y.. . 

ENDICOTT-JOHNSON CORP., Endicott, NL Y.. gon 

JOHNSON, STEPHENS & SHINKLE SHOE CO., St. baile, hie.. 

KIRKENDALL BOOT CO., Omaha, Neb.. Le eer Oe ere 
KRIPPENDORF-DITTMANN SHOE CO., Cincionet, ©... Re 
LUMBARD SHOE CO., Auburn, Me.. Be bie ae ee ee 
MISHAWAKA RUBBER & WOOLEN MFG. CO., ‘Miheushe. tad. Wd CUR eran ere 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass.. yes 

MUSEBECK SHOE CO., Danville, Ill.. 

NAHM BROS. SHOE CO., Philadelphia, Pa.. 

O'DONNELL SHOE CO., Humboldt, Tenn.. eR te 

PETERS, Branch of Int. Shoe Co., St. Louis, Me... gh REM ONO ize a RO 
ROBERTS, JOHNSON & RAND, St. Louis, Mo.. 

ROHN SHOE MFG. CO., Milwaukee, Wis.. 

ROVICK THEATRICAL SHOE CO., Chicago, lh. 

TAYLOR, E. E., CORP., Brockton, Mass.. Re ee AS 

UNITED STATES RUBBER PRODUCTS, INC., ren York City... eke 
VAUGHAN-TOWLE CO., Wakefield, Mass.. Mee ere 


LEATHER AND OTHER MATERIALS 


ALLIED KID GO, Glerna in, Priadeiphia,i Pa... 062. c ec ceecceces sep annnes ees ! 
BARBOUR WELTING CO., Brockton, Mass............0.0 00 ccceeeecsees es 44, 48, 51, * 
COLONIAL TANNING CO., Boston, Mass. 

EVANS, JOHN R., & CO., Camden, N. J 

GALLUN, A. F., & SONS CORP., Milwaukee, Wis 

GOGDTEAR Time: & RUBEER CO., Akron, O.... 2.0... cee cece tee ececeseee 
LEVOR, G., & CO., INC., New York City 

LIMA Gem Game e semee CO; Lima, O...... 5... ccc ccc ccc ecessecccces 

OHIO LEATHER CO., Girard, O.. = UG Ig tee eran Mees, at ey Hetty: oy Mente Vf 
RICHARD YOUNG CO., New York City . Seen 

RUEPING, FRED, LEATHER CO., Fond Du Lac, Wis.. 

SURPASS LEATHER CO.., Philadelphia, Pa 

ZIEGEL-EISMAN CO., Boston, Mass 


STORE EQUIPMENT AND ACCESSORIES 
ADRIAN X-RAY SHOE FITTER, INC., Milwaukee, Wis 


AMERICAN SEATING CO., Grand Rapids, Mich...........0.0.0.000 000 cee cece eee. 


~ DUNe masriunvsew wavice, New York City. ....... 22... cec ce ec cetsecssadect nes 


JOHNSON PRODUCTS, INC., Indianapolis, Ind 

MOHAWK CARPET MILLS, New York City.... Te EO Fale RO) ah I eee EE 
POLLINGER, M. D., CO., St. Louis, Mo............... 

SEGALL & SONS, Philadelphia, Pa 


MACHINERY, LASTS, MFRS.' SUPPLIES, DRESSINGS, ETC. 
SIGNAL CHEMICAL CO., Boston, Mass 
UNITED LAST COMPANY, Boston, Mass.. ... 
UNITED SHOE MACHINERY CORP., Boston, Saes.. 


MISCELLANEOUS 


BARIS SHOE COMPANY, New York City 

COMMERCIAL FACTORS CORPORATION, New York shina 

HOTEL BELLEVUE-STRATFORD, Philadelphia, Pa.. Pye Meee bet PS eee 
IRVIN RUBIN, New York City 

KIRSCH-BLACHER CO., INC., New York City 

RAILWAY EXPRESS AGENCY, INC. ....... aa TE Me dirs aye oe Nor Chena GF eA 
STEPHENSON LABORATORY, Boston, Mass 

WILLMARK SERVICE SYSTEM, INC., New York City 
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are a CAPITAL ASS 


wt Su 
+ rh) Sey. 


‘4, 
% 


This advertisement for 
Fanning’s Shoe Store, Oak 
Park, Illinois, Chicago’s 
largest suburb, is repro- 
duced from the local news- 


Y 
j 


Y 
Yy 
UY YY 


No. 512—Boys’ Black Elk Ox- 
ford with Allenite Wing Tip. 
Cordovan Sole. Rubber Heel. 


No. Sit_Same a above im => Lhe Gilbert Shoe Co. 
Cane Ee. THIENSVILLE, WISCONSIN 


New York: 541 Marbridge Bldg. Los Angeles, Hayward Hotel 
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matter November 23, 1932, at the Post Office in Philadelphia under Aet of March 3, 1879. Subscription price $3.00 per year. Printed in U. 





BOOT AND SHOE RECORDER, June 27, 1936 





99 Maseara Brown 
258 Brown 


True of shoes made by the fine house of 
Rice-O’Neill, the slogan, ‘“‘one grade only, the best,” is just 
as true when applied to Colonial Patent Leather. In fact, 
Colonial Patent is one good reason why Rice-O’ Neill can back up 
this statement. This leather has been proved durable and last- 
ing, as long-lived as the shoe. Its mirror-like finish is nothing 
short of dazzling. 258 Brown is important... and so are 99 
Brown, 182 Blue, and 198 Green. Colonial Tanning Company, 
Boston, Massachusetts. 


IAL 


MERIT HAS MADE IT THE WORLD’S LARGEST. SELLING PATENT LEATHER 
When writing advertisers please mention Boot and Shoe Recorder ' 
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A mailman knows the importance of comfortable 
Yet he’s 
never heard of counters. Better than most men, 


shoes—and of Spaulding Counters. 


though, he knows what Spaulding Counters do. 
They fit exactly; they are bound to fit for they are 
moulded on steel lasts in complete right and left 
size ranges. They're flexible: since they are made 


of long fibre hemp and flax, they give with each 


eo yegeee weft oe 


but Spaulding Counters give him Happy Heels 


step, and they also spring back to their original 
form after each step. They hold their shape for 
the entire life of the shoe. That’s why the mail- 
man prefers shoes made with them. That’s why 
people who walk less than he does also prefer 
shoes made with Spaulding Counters. 


PAULDING 








NO OTHER PART OF THE SHOE MEANS $O MUCH 


Counters 


“Wnade tn North Rochester, N. H. 





When writing advertisers please mention Boot and Shoe Recorder 





AND COSTS $O LITTLE 
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1532—Girls’ Brown Elk Moccasin Vamp 
Blucher Oxford, Goodyear Stitched 
Rubber Sole, Anti-trip Rubber Heel. 
WEEE. BID. ccccccccocsccescienes $1.40 


1533—-Same in White Elk. 


2389—Girls’ Smoke Elk Moccasin 
Blucher Oxford, Welt, Sport Rubber 
Sole and Heel. Sizes 3/9, Widths 
Be Be © ccvevccccccesssecesees $2.05 


2390—Same in White Elk. 


2205—Girls’ Golden Moccasin Tip 
Blucher Oxford, Goodyear Welt, Gro- 
Cord Sole, 16/8 Gro-Cord Heel. Sizes 
3%/8, Widths B, C, D......... $2.00 


6110—Boys’ Golden Elk Moccasin 
Blucher Oxford, Rawcord Sole and 
lieel, Grain Inner. Sizes 1/6, Widths 
BD cvcccveccseccssncesousese $1.95 


{ 
A Mans ~ 


COT 1. -~1ORMSLAON 
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Shores of Gitche Gumee, 
the Shining Big—Sea —\W ater’ 


HEN the thoughts of Summer vacationists begin to turn toward 
the mountains, the woods or the seashore, there is always sure 
to be a demand for E-J Moccasins. 


Sturdy, easy-fitting and styled in the true Indian manner, they are 
just the extra pair that every member of the great outdoor family 
considers an essential part of the Summer wardrobe. 


It's the right time, right now, to feature Endicott-Johnson Moccasins ! 
People are buying Summer apparel, and these well-made oxford 
and slipper types are timely and sell at a price which all can afford. 


Order E-J Moccasins from our In-Stock Department today! They'll 
prove themselves real profit builders! 


IN-STOCK 


peaiel Siac? 
r 
ee ae 5 


—6BSs— 


6853—-Golden Elk Moccasin Tip Blu- 
— eos. bf } mary ied Se 

le. Leather Heel, Grain Inner. Size: 3040—Men's Retan Moccasin Slipper, 
5/11, Width D $2.25 Leather Top Facing, Rawhide Lacing 
6854—Same in Black Elk. around the D, 
6856—Same with Rawcord Sole and izes 6/12 
Heel. Sizes 5/11, Widths D, E.$2.15 
6857—Same in Black Elk with Raw- 
cord Sole and Heel. Sizes 5/11 
Widths D, E $2.1 


ENDICOTT, NY. $4359 


3040'2—Same in Sizes 2%/6...$1.60 
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BBerore you can hear an echo—you must shout. And you must 
shout in the right direction. 


If you're not hearing the echoes of prosperity from the sales messages you're broad- 
casting, maybe you're only whispering. Or— 


PERHAPS YOU’RE SHOUTING... 
IN THE WRONG DIRECTION 


There's a Giant echo of amplified sales from the Shoe trade this year. It is rever- 

berating on the ears of those manufacturers who shouted in the right direction. 

Listening through the Giant ear of BOOT AND SHOE RECORDER, they deter- 

mined from what direction the greatest echoed orders come. Through its Giant 

voice they directed their shouts to the 12,000 dealer subscribers who depend on 
® this publication for advice and guidance. 


OBVIOUSLY 85% OF THIS PURCHASE-POWERED ECHO 
MUST COME FROM THE DEALERS WHO READ THIS 
PUBLICATION EVERY WEEK—AND PAY FOR IT. 


SET A NEW SALES PACE WITH SALES SPACE IN 


BOOT AND SHOE RECORDER 


239 West 39th Street New York, New York 
A Chilton Publication 








When writing advertisers please mention Boot and Shoe Recorder 
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NILVER 
NHOE 


EMODEL your shoe store with 

a new Pittco Store Front. That’s 
all there is to it. Easy, quick, inex- 
pensive ... but what a difference it 
usually makes in shoe sales! For a 
modern, good looking Pittco Front 
says to potential customers: “This is 
a progressive, up-and-coming store. 
Cur service and our shoes are right. 


Come in.” And they do come in... 


3 _-GARRARA STRUCTURAL 


PITTCO ia FRONT 
METAL 


- PITTSBURGH MIRRORS 


=Prokeh ae 


1936 


DOLLAR = 


ELT a DN 
a Roak 


is 


and buy. Your clientele becomes lar- 
ger. Business grows. Profits increase. 

Don’t think for a minute you can’t 
afford a new Pittco Front. Read about 
the Pittsburgh Time Payment Plan 
below. Our staff of experts will gladly 
help you and your architect to plan a 
Pittco Front suited to your needs and 
purse. So act now... send the cou- 
pon for our free book on Pittco Fronts 


PITTSBURGH PAINT 
PRODUCTS 


POLISHED PLATE 
GLASS 


TAPESTRY GLASS 


FRONTS 


PRODUCTS OF 


{PITTSBURGH 
UPLATE GLASS COMPANY 


\Glas 








Pittco Fronts appeal to the eye 

. . and invite customers. Here’s 
the Silver Dollar Shoe Store in 
Independence, Mo., as the prop- 
erty looked before and after 
being remodeled with a Pittco 
Front. Remodel your store with 
a Pittco Front ... and build a 

better business, 


: COOK 


GROCE RIES AND MEATS 


and interior painting. It contains 
complete data, facts, figures and illus- 


trations of actual Pittco jobs. 


PITTSBURGH TIME PAYMENT PLAN 


Take up to 2 years to pay for your 
new Pittco Front! Merely make a 
20% down payment and then settle 
the balance in easy monthly install- 
ments, at low F. H. A. rates! 


Pittsburgh Plate Glass Company, 
2236B Grant Bldg., Pittsburgh, Pa. 

Please send me, without obligation, your new 
book entitled ‘ “How Modern Store Fronts Work 
Profit Magic.” 


WOM odads iewecie cwaceacedenuvxesuanmes 


Iam C0 am not [7 interested in the Pittsburgh 
Time Payment Plan. 


When writing advertisers piease mention Boot and Shoe Recorder 
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ai well as PROFIT MAKERS 


PARENTS realize the value of FIT! Properly fitted, correctly 


built shoes are the only kind TODAY! 


Align your store with leaders. Feature Poll-Parrots! For years 
they have had a reputation for honest value and correct fit. They 
are built for growing young feet ...to allow them to develop nor- 


mally and healthfully. 


Poll-Parrots are fashioned over special juvenile lasts, roomy where 
room is required, yet giving support for guidance. Easily fitted 
exactly right they save time for you and your salespeople. 


As you are judged by the company you keep, so is your store judged by the shoes 
featured. With Poll-Parrots you build for the future. Today’s children are to- 
morrow’s buyers...protect their foot health now with Poll-Parrot all-leather shoes. 


Salesmen have the new fall styles now! Get ready for a busy school shoe season 
with shoes that make a reputation for your store, as well as profits for you. Wire, 
write or phone for your Poll-Parrot representative. 


FOR EVERY AGE AND EVERY 


for Boys 


Goodyear Welts and Flexible 
Mc Kays in snappy styles with 
plenty of buy appeal, these 
will pep up your boys’ shoe sales. 


Sizes1to6 Widths Ato D 
11 to 13% BtoD 


for Growing Girls 


A wide range of patterns with just 

the right height heels to please the 

teen age miss, Goodyear Welts, 

Hand Turns, Stitchdowns and: 
Mc Kays. 


Sizes Widths 
2% to 9 AAA to C 


por Junior Misses 


Pattern illustrated is from our line 

of high grade Mc Kays. Designed 

with grown-up smartness in sizes 
for active growing feet. 


Sizes Widths 
12 to 3 AA to C 


Poll-Parrot Shoes-’ They Speak for Themselves’ 
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TASTE! 


another 
peor Junior Misses 


A stitchdown, typical of hundreds 
of styles in our juvenile line of 
Welts, Hand Turns, Stitchdowns 
and McKays for dress and play. 


Widths 


ROBARTS, SON 


>) 
i. 


for Infants 


This is another of our Stitchdown 

patterns. It graduates in sizes from 

5% infants to size 3 in misses. An- 

other serviceable but flexible Poll- 
Parrot style. 


Sizes 5% to 3 


for Tin Y Tots 


A new pattern in babies’ sizes. An 

outstanding example of the smart 

designing and expert shoemaking 

used throughout our Poll- Parrot 
line. 


Soft Soles and First-Steps 


SOW & RAND 


MISSOURI 


When writing advertisers please mention Boot and Shoe Recorder 





Make sure you have plenty of 
Kid shoes in your stock. Don’t 
get “caught short” on the many 
calls you'll get for shoes of 
Glazed Kid—from people who'll 
insist on their lightweight, their 
all-purpose economy, and their 
comfort. See that yours is a 
profitable, completely rounded 
stock, well balanced with plenty 
of Kid. 


oY, 


¥ 


d 
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SF 
R COMPAN 
LPHIA 


BRANGH OFFIGES IN NEW YORK, 
BOSTON, CINCINNATI, ST. LOUIS, 
and MILWAUKEE. AGENCIES 
IN LONDON, PARIS, BASEL, 


MILAN and other =oreign Cilies 
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TO SECURE THE EXCLUSIVE FRANCHISE 
IN YOUR CITY FOR ASWANKY NEW LINE 
OF MEN’S SHOES WITH NEW CORRECTIVE 


reatures ial Mave insu salls appeal 


‘le Wall-Streeter Shoe Company is pleased to announce a new line oi Styl-EEZ Shoes for 
Men, priced to retail at $6.75 and $7.00. By special arrangement with the Selby Shoe Company, 
we are incorporating in Styl-EEZ Shoes for Men the same superior corrective features that have 
made Styl-EEZ Shoes for Women one of the best selling brands from coast to coast. Adjustments 
naturally have had to be made to meet the requirements of the masculine foot. Styl-EEZ Shoes 
for Men offer the usual profit margin and are being nationally advertised. 


Telegraph Today to See the New Line —No Obligation 


For the retailer the new Styl-EEz line has many ad- 
vantages. Briefly, it means a brand name that already 
has national acceptance . . . swanky style lasts that 
cover every type of demand—built by a factory nation- 
ally famous for the uniformly high standard of its prod- 


uct for the past 25 years ... ample stocks on hand for 
8-hour shipments of re-fill orders...only one retailer 
to a locality...and last and not least, a national ad- 
vertising campaign in these quality publications: Liter- 
ary Digest, Esquire, Time, Christian Science Monitor. 


WALL-STREETER SHOE COMPANY 


North Adams 
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WHERE STRENGTH AND 
STURDY CONSTRUCTION 
ARE ESSENTIAL ... 












Experienced manufacturers and retailers 
know the importance of strength and rigid- 
ity in shank construction and wood heel 





attaching. 


Based upon sound shoemaking principles, 
Unishank and G/M Wood Heel Screw 
Attaching combine to promote security to 
the finished shoe. These thoroughly tested 
methods add strength, increased durability, 
and comfort to the shoe throughout its life. 














UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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HERE’S WHERE BUSINESS 
AND PLEASURE MIX 


Dr. Scholl Announces Training Schools for Shoemen During July and August 


Page 13 


Classes to be held in New York, Chicago and Pittsburgh 


IMMEDIATELY following the first announce- 
ment of these classes enrollments started coming in 
from alert shoe dealers in all sections of the country, 
who see in this an opportunity to combine business 
with pleasure—and to make it pay dividends. 

The Scholl Training School of Master Shoe Fitting 
will conduct at least three summer classes in New 
York, Chicago and Pittsburgh. Plans are already 
under way to expand this program—and further 
arnouncements will be made at a later date. 

The first class will be held July 27 to 31 at the 
Hotel McAlpin in New York City—where visiting 
shoemen can enjoy the ideal summer temperature of 
New York and at the same time enjoy the many 
sights, miles of beaches, ocean front and’ other 
interesting attractions. 

The second summer class will be held at the Hotel 
Webster Hall in Pittsburgh, August 3 to 7... and 
the third at the Hotel Stevens on Chicago’s Lake 
front, August 10 to 14. Again shoemen have the 
opportunity of enjoying the many attractions offered 
by the ideal vacation city of the Mid-West— 
Chicago. At the same time, this vacation can be 
made to pay excellent dividends upon their return 
to their respective stores. 

The shoeman who feels that he can afford a very 
short vacation from his business and at the same 
time obtain valuable knowledge, will be quick to 
take advantage of this unusual opportunity afforded 
by Dr. Wm. M. Scholl, world famous Foot Authority. 


Dr. Scholl has offered this training to 


shoemen for more than twenty years 


When Dr. Wm. M. Scholl first pioneered his Foot 
Comfort Service ideas he perceived the necessity of 
training the retail shoe merchant to do a better shoe 
fitting job . . . to know how foot troubles may be re- 
lieved in order that shoes may feel better and pro- 
vide better wear—the results of which are increased 
volume, repeat business and greater profits. 

Accordingly, the first class in Scientific Shoe Fit- 
ting and Study of the Feet was held in Chicago more 
than twenty years ago. The enthusiastic interest and 
eagerness for this foot and shoe knowledge that was 
exemplified at that time, prompted Dr. Scholl to 
continue and to enlarge upon this training. Class 
after class followed, and this program has been 


carried on since—in all 48 states. 


Here is a typical group of progressive shoemen who attended 
a recent class held by The Scholl Training School of Master 
Shoe Fitting. 





Five days will be devoted to the dissemination of 
valuable information on shoes, their construction, 
scientific shoe fitting, salesmanship and the relief of 
foot troubles. Classes will start at 9 o’clock in the 
morning and end at 5 o'clock in the afternoon— 
Monday to and including Friday. You can be back 
in your store Saturday morning. 

Changing buying habits—keener competition— 
today’s conditions demand that you obtain all the 
knowledge that it is possible for you to obtain. . . in 
order that you may participate in the new business 
that awaits the trained shoeman. Today it is the 
man who knows his business who succeeds. Profits 
no longer fall into one’s lap. 

Learn now about the details of enrollment. Fill in 
and mail the blank below. Do it now. There is no 
time to lose. 


THESCHOLL MFG.CO., Inc. 


213 W. SCHILLER STREET, CHICAGO 
62 W. 14th STREET, NEW YORK 


THE SCHOLL MFG. CO., Inc. 

213 W. Schiller Street, Chicago 

62 W. 14th Street, New York 

Please send full details as to enrollment in The Scholl Training 
School of Master Shoe Fitting. What class can I make, what 
city—what date? I would like to receive this valuable training. 


RENN Sods oC a0. a Se weidcieeetids Aedes eeec Od snares eeeyeel 
INGE NICE os sors Sia Woe wad Bs atidlaldn, oe sds We KereN Relea 
EEE NE e505 23 os aloe len deine See Lashes Kaa eeu eM 
EO CT ECT eee ET re 


O OWNER LJ MANAGER OR BUYER 
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A DHERING strictly to its nationwide reputation as creator of Footwear Designed for 
Gracious Living, Tupper, Inc., now presents for Fall, 1936, a delightfully individual 
and refreshing ae of Slippers—designed by expert stylists and shoemakers to meet the 
needs of every member of the smart American family. 

A line which has won the plaudits of every merchant to whom it has been shown, it is in 
every respect worthy of the name of Tupper—a name which always stands for the best 


in shoe craftsmanship. 
fy, Orders are now being executed in preparation for the coming season. 











352 FOURTH AVENUE NEW YORK CITY 
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18/2 % 


Increase for MAY, 1936 





Over MAY, 1935 


tor 


EINSTEIN’S 
GABARDINE 





definite evidence that Einstein's 
Gabardine will be featured promi- 


nently in women’s shoes this Fall. 


_J-EINSTEIN- INC: ONE PARK AVENUE: NEW YORK | 
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“KNOWN AS 
THE SAFEST” 


Black: 
White: 
Colored: 
- PATENT 
LEATHER. 


When writing advertisers please mention Boot and Shoe Recorder 





